


Kennedy Veterans’ Hospital 
Memphis, Tennessee 


A simple, economical, and very effective 
method of cooling theaters and assembly 
rcoms is tlustrated in this typical HUNTER 
ZEPHAIR installation 


This five-hundred seat veterans’ hospital 
theater has four 36” HUNTER ZEPHAIR 
fans discharging down. Deflectors used in 
applications of this kind diffuse the air 
evenly before reaching the living zone 

One 48” fan, exhausting overhead. re- 
duces ceiling temperature and removes 
vitiated air 
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“Controlled Working Conditions covering 
light, air, temperature, dust and noise 
plagues,” a leading industrial man- 
“came into 
cutting 


labor turnover, increasing labor out- 


agement editor states, 


their own during the war... 


put, and achieving closer control over 
work standards. 


Highest on List is Better Lighting. . . lizht- 
ing which conforms to the latest and 
highest standards 
most important of the tools to control 
working conditions to the benefit of the 
employee while at the same time more 
than paying its way in increased produc- 
tion profits. 


is one of the 


Small wonder, then, that today indus- 
trial management is placing lighting high- 
est on the list of things-to-be-done to 
achieve the happier working conditions 
which contribute so importantly to Better 
Employee Relations. 
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4 Free Reports to Aid Your Planning. ‘To 
aid management in its consideration of all 
the phases of Lighting as a tool to control 
working conditions to the benefit of the 
employee ... to the end that fatigue may 
be reduced... accidents minimized yn 
happiness on the job increased . . . Ben- 
jamin Electric has just issued a series of 
foul Reports: 


Report 1. Profiting from War Production Ex- 
perience with Lighting—How light solves prob- 
lems of increased production, fatigue, over-age, 


deficient vision, safety, etc. 


Report 2. How to Use Light and Color to Im- 
prove Plant Lighting—An ap- 
praisal of the use of Color to 
improve 


lighting, seeing and 


safety conditions. 


Report 3. Lighting ... the No. 
1 Tool in Control Lighting Con- 
ditions—A _ check-list of Things- e 
to-be-Done in a plant improve- Leg 


ment program. 
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Report 4. Procedures for the Correcti 
Plant Seeing Conditions—Contains a plant 
ing score card for rating your lighting; u 
ing needed lighting improvement; corre 
improper lighting and maintenance meth 


Request Copies of these Reports for Each o 
Production Heads. 
complimentary set of these four reports, 


In addition to sendi 


be glad to send an additional set to ever 
the other executives in your organizati 
as the factory manager, plant superint 
master mechanic, chief electrician, persor 
ager, and safety supervisor. There is n 
obligation whatsoever to you for these 
Simply Z-! Benjamin Elects 
Co., Des Plaines, Illinois. 


write Dept. 





Ege, 
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The increasing use of Hazard Armor- 
tite Underground Cable for power 
and lighting circuits, building en- 
trance installations, and power runs 
between buildings has brought forth many 
inquiries as to how this non-metallic 
sheathed cable should be spliced. You'll find 
the recommended method described at right 


simple and foolproof. 


Because Armortite requires no lead sheath 
or steel armor in its construction, reasonably 
prompt delivery is being made. The Hazard 
Armortite Bulletin describes in detail the 
construction, uses and advantages of this 
ourstanding cable which can be buried 
direct without ducts. Write for a copy today 
to Hazard Insulated Wire Works, Division 
of The Okonite Company, Wilkes-Barre, 


Pennsylvania. 
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© Coat the penciled insulation, conductor and con- 
nector with Okonite Cement. Allow to set. Stretch 
Okonite Rubber Tape to three-fourths its original 
width and apply half-lapped for a distance 20 times 
the cable insulation thickness on each side of the 
connector until the thickness over the connector is 
114 times the cable insulation thickness. Rolling 
down successive layers with a warm roller or knife 
handle will relieve strains and prevent voids. 


© Protect the joint with Manson Friction Tape 
painted with Okolite Weatherproof Paint. Wrap 
over the painted friction tape two layers of saturated 
burlap bound at the free ends with a few turns of 
friction tape. 


® Multi-conductor cables are spliced the same way, 
with Okonite Rubber Tape and Manson Friction 
Tape on each conductor. Then the conductors are 
bound together with two layers of Manson Tape, 
painted with Okolite Weatherproof Paint and cov- 
ered with two layers of saturated burlap bound 
down with friction tape. 


GAZAL SE 


insulated wires and cables for every electrical use 








ELECTRICAL SOUTH for JUNE, 1947 































x dish as show", ae — heat 


sert pyrex sauces, cereals 


parte ag yddings, 
tings, PY 
ot al r ies 


Place wo 
milk bottle. 


double ssh 
ino baby's 


4 Id ‘ea ker? “ 
4 dish should be Ben. 
n a cooke Here's ° 
Consider how ofte ready 1° be set in dish OS jd 
yemperature halt full s* | servi 
Fill sauce F 


nti 
— *forset v 
switch to sim mmer hee 


re- 
tile uses — 
has verso teaming 
ht sauce POM yee on, meats — : noon baking 
© one tables — ng potato 
heating << i ond, vsetable = 
fresh rvits sserts. 
of dings on ad 


MONARCH 
3-HEAT 
DOUBLE BOILER 
SAUCE PAN 


HIGH HEAT for quick 


steaming or roasting 


The Double Boiler Sauce Pan 
is standard equipment in the Monarch 
Electric Roaster Range Model F5 


N addition to its exclusive built-in surface oven, the 
Monarch Electric Roaster Range offers another designed- 
for-use surface unit which makes this quality-packed range 
a genuine pleasure to sell — a thrilling experience to own 
and cook with. 
A Double Boiler Sauce Pan — with scores of versatile uses 
as suggested to the left — is built into the cooking top of 
Monarch’s 2-oven Electric Roaster Range — providing an 
exclusive combination of cooking conveniences which Mrs. 
Homemaker can find in no other range. 


MALLEABLE IRON RANGE COMPANY 


4867 LAKE STREET BEAVER DAM, WISCONSIN 


SIMMER HEAT for double 


boiler operations 


BOTTOM HEAT for frying 


or fast browning 


— 
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‘‘Ilt’s a Breeze to / Make Profits" 
THERE‘’S A BIG DEMAND 


Siluen-Hire! 


XH ALIS 
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There’s a big demand for SILVER-AIRE Fans in HOMES, FACTORIES, 
OFFICES, STORES, and many other places. They are QUIET... 
STURDY ... MODERN, also VARIABLE in SPEED and AIR OUTPUT. 
COMBINATION HUB and PULLEY. ATTRACTIVE VENTURA FRAME 
in BAKED GREY ENAMEL with HUB and BLADES in PASTEL GREEN. 
RUBBER MOUNTED MOTOR with bearings mounted on HUM- 
DEADENING INSULATORS. ALL THIS yet priced no higher than 
ORDINARY fans. 











: a ‘ . i oe me Clar — 4 3 
New Westinghouse ana Wwener, Fiectric Mot ors 
Some territories still available to aggressive JOBBERS ... MANUFAC- 
TURERS’ AGENTS ....Write or Wire. Dealers are invited to write for full 


details and prices as well as the name and address of your nearest jobber. 
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Phone CRescent 1711-2 1591-1623 DeKalb Ave., N. E. Atlanta 6, Georgia 
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=i) ESSEX Motor 
SX LEAD WIRE 





«There fs Wo Better Made ! 


ESSEX makes the kind of 


lead Wire every 3 
shop wants and needs — soft and flexible 
— with tough, high quality insulation —_ 
formyar, €namel or fabric — to stand up 


Send for Complete List and Prices . 


OHIO CARBON BRUSHES | 


¢++ Designed to Fit Your 
Requirements: 


ES are engineered 
ly 


FIBERGL As is Carried in stock 
tubing, Sleevin 


in ta pe, 
8, cord 
com binations. 


» Cloth and Mica 


Write For Samples and Prices 


Send for your 
the 
y= Pong 
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LEADER OFFICER — VL-440. 
America’s most beautiful 
commercial fluorescent fix- 
ture. High gloss white enam- 
el louvers give soft diffusion 
of light. 


| a Ton Stuthe fer recreation 


To those who cater to sports-loving America, good lighting 


‘— © has become a “must.” They have proved to their own satis- 
faction that good lighting, fluorescent lighting by Leader, pays big 
dividends. 


For bowling alleys, billiard parlors, or similar businesses that cater to 
public patronage, fluorescent lighting by Leader can do much to attract 


customers and to make their activities more enjoyable. 


For home installations, too, such as basement or attic rumpus 
or game rooms, Leader fluorescent fixtures will add much 
to their charm and utility. For better lighting for better 


sports . . . Look to Leader. 


LEADER TROFFERLITE—TG-240. 


An ideal fixt f i - ° 
alin af alate a abmeer: Only better electrical wholesalers and contractors 


lined, d ffect i i 3 ° ° . 
ecu sus ceneeeaion aoe distribute and install Leader fixtures. 


mits ceiling to be hung from 
unit. 


LEADER ELECTRIC COMPANY 


6131 N. BROADWAY + CHICAGO 40, ILLINOIS 
WEST COAST FACTORY * 2040 LIVINGSTON ST., OAKLAND 6, CALIF. 
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Central flow-line boards for 
the control of modern industrial processes 


are easy to design with C # Oo U ey FE - a } N D S complete line 


of panel mounting 
“ CONDULET equipment 
for hazardous locations 


Crouse-Hinds panel mounting 


pilot lights and switches provide 
visual indication of process stag- 
es and instant control of process- 
ing or manufacturing equipment. 
The illustrations show front and 
back views of a flow-line control 
board in a starch plant where 
combustible dust creates a Class 
II (National Electrical Code) 
hazardous location. 




















oo CONDULETS are made only by CROUSE-HINDS 
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STARCH 
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The pilot lights and switches Type EYS Explosion-Proof 
are dust-tight and explosion- Sealing Condulet 
proof and are designed for both 
Class I and Class II hazardous 
locations. A similar control ! i 
board for use where flammable 1 ee een a 
gases or vapors create a Class I 
hazardous location would only 
require substitution of explosion- 
proof junction Condulets and the 
addition of explosion-proof seal- 
ing Condulets, as indicated p——» , 

Nationwide \ 


Write for additional information. Type EJB Explosion-Proof Distribution 
Junction Condulet Through Electrical 


Wholesalers 
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CROUSE-HINDS COMPANY BS 
lle 


Syracuse I, N. Y. 


Ojiices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston — Indianapolis — Kansas City — Los Angeles — Milwaukee — Minnecpolis 
New York — Philadelphia — Pittsburgh — Portland, Ore. — San Francisco — Seattle — St. Louis — Washington. Resident Representatives: Albany — Atlanta — Charlotte — New Odeons 
CROUSE-HINDS COMPANY OF CANADA, LTD.. Main Office and Plant: TORONTO, ONT. 


CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING » FLOODLIGHTS 
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WIGHT - - - pesw the Start: 


WIDE-AREA, LOW-TEMPERATURE HEATING 
WHICH ASSURES FREEDOM FROM LIMING 
AND SCALING, HAS BEEN USED IN 
EVERY HEATER CLARK HAS BUILT 


BLACK HEAT, in electric water heaters, was 
“new” thirty years ago. Clark pioneered it in their 
first “Life-Belt” heating element and have used 
it in every heater they have built. - 

This gentle heat principle, which prevents 
liming, scaling and oxidation by spreading the 
heat in a wide Tad of low temperature.on the out- 
side of the tank, has withstood the acid test of 
time and tough water conditions. Many of the 
first Clarks are still in daily service, some in water 
so tough as to cause other heaters to break down 
in a short while. 

Just a year ago Clark announced another 
“first” —LONODIC protection against electrolytic 
corrosion. This remarkable development, employ- 
ing a magnesium rod with an pi Wy metering 
resistor, enables an ordinary galvanized steel tank 
to give amazingly long service in highly corrosive 
water. Men who know will tell you that Clark 
can be depended upon for the best in electric 
water heating — FIRST! 


4 WASTMASTER Droducz 











— 


rbulomatte ELECTRIC WATER HEATERS 


WAcGRAW ELECTRIC COMPANY, CLARK WATER HEATER DIVISION, 5201 W. 65th ST., CHICAGO 38 
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KISS THOSE 


troublesome cumbersome 


LOCKNUTS GOOD-BYE 


Patent 
Nos. 
2097695 
2419426 


Tomic Sales & Engineering C0 


. 4864 Woodward Ave. - Detroit 1, Michigan 
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the new Wakefield STAR helps you. 
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Design Pat Pend. 














4. High efficiency re- 
a maximum of .3 can- flecting surface, of 
dles per square inch of Plaskon... light 
according to ETL test. S Ig weight, non-shatter- 
Means no glare or re- ing, non-electrostatic, 
flected glare. and reflects 83%. 


1. Low brightness... 


— 


eee 


— 


O..--0) 
+4 


\ a-hew 


ae 2. Blends into ceiling i /” 5. Easy to maintain... 

Sa ... Means no distract- te Be reflectors slide out 

2 Gi la ing dark or bright \ A 4 like a drawer for 

1 patterns overhead... ¥ quick, easy cleaning, 

UNIFORM LIGHT greater eye comfort. EASY CLEANING maintenance of orig- 
inal light output. 


ee 


3. Provides soft pleas- NO SHADOWS 6. Noshadows on work 
ing indirect light... ... because “ceiling 
with light distribu- “ay? of light” means large 
tion 90% UP and 10% i J area source with light 
DOWN. > over all...and thus... 
Over-ALL Lighting! 


sd | | Over-ALL— 
\\ in lighting, 
| in construction, 
in ease of maintenance. 


LIGHTING EQUIPMENT FOR OFFICE, SCHOOL AND DRAFTING ROOM 
For full details write for Catalog No. 46. The F. W. Wakefield Brass Co., Vermilion, Ohio. 











THE GENERAL THE GRENADIER THE COMMODORE THE DIPLOMAT 
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These pictures will give you an idea of the wide 
variety offered in the Penn-Union Catalog: 

Grounding connectors, clamps, and studs for all 
combinations of pipe, rod, flat bar, braid, tubing. 

Every one a thoroughly tested, dependable unit 
of protection for personnel and equipment. . . of 
ample capacity, high mechanical strength, and 
resistant to corrosion. 










315 Walton Building 
ATLANTA, GA. 











—you'll find what you need in the Comnlete line 


PENN-UNION ELECTRIC CORP. 
ERIE, PA. 


IHE Complete LINE OF Ct 


Penn-Union also makes the complete line of 
Service Connectors, Power Connectors, Tees and 
Cable Taps, Straight and Parallel Connectors and 
Reducers, Terminal Lugs, ete. 

Penn-Union fittings are the first choice of lead- 
ing utilities, industrial corporations, electrical 
manufacturers and contractors—because of their 
known dependability. 


Sold by Leading Wholesalers 


L. MORRIS LANDERS WALTER J. HUEMMER 


Dallas Transfer & Term. Wareh. Bldg. 






DALLAS, TEXAS 









PENN-UNION | 
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A TIP ON CONSTRUCTION 
FROM THE MEN ON THE JOB 































Men who work with rigid conduit know what it takes for real construc- 
tion speed. That’s why they like to work with easy-handling General 
|. Electric conduit. It threads easily, bends true, lasts long. These advantages 
1 make General Electric conduit important to you—important, because it 
r helps get jobs done fast, helps get them done right. For security and speed 
in wiring installations, remember to specify General Electric conduit. 


AND CONDUIT GOES IN TO STAY 


GENERAL ELECTRIC WHITE is hot-dipped inside and out with high- 
quality zinc. Laboratory and field tests prove that this finish gives the best 
protection against atmospheric corrosion. In addition, G-E White is 
coated with a baked-on Glyptal* lacquer finish, to form a smooth, hard 
surface for easy wire pulling. 

GENERAL ELECTRIC BLACK, coated with a heavy, enamel finish, is a 
rigid conduit specifically made to resist the attacks of chemical corrosion. 
It's ideal for installations where liquid chemicals, fumes, acids, and oils 
are a threat, and where humidity is low. 





Get complete details from your General Electric Distributor, or write to 
Section C55-624, Appliance and Merchandise Department, Genera! Elec- 


tric Company, Bridgeport 2, Connecticut. *Trade-mark Reg. U.S. Pat. Off 


GENERAL@® ELECTRIC 
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RACEWAYS ROUND-UP 


from your 


Merchandise Distributor 


For everything in raceways, your 
best bet, as always, is General 
Electric. You can rely on this 
complete line to meet any con- 
struction need—for big jobs as 
well as small ones. When you 
need information on raceways 
and accessories, your General 
Electric Merchandise Distribu- 
tor is always ready to help you. 
If you want engineering assist- 
ance on underfloor distribution, 
you can get it from one of Gen- 
eral Electric’s field force of 
underfloor experts. Get the habit 
of calling on General Electric for 
latest raceways information. 


poo 


Now you can put an end to the 
annoying need for specifying 
several types of bar hangers. 
The General Electric S-type bar 
hanger fits anywhere, goes in 
place easily where studs are on 
centers up to 24 inches. Users 
say the General Electric S-type 
hanger speeds and simplifies box 
installation. 





For wiring flexibility in concrete 
office buildings, plants, hospi- 
tals, and for other construction 
jobs where provisions must be 
made for varying wiring needs, 
look into the advantages of 
Fiberduct underfloor raceways. 
These nonmetallic, corrosion- 
proof ducts permit installation 
of new outlets anywhere in the 
duct at any time. Buildings 
equi with Fiberduct stay 
electrically young. See us for 
details. 












ANCHOR 


NEVER-CREEP 
INSTALLING 


BAR SAFETY 


POINT Sf 


ee CHANCE (Tips) 
TUGGER 


and get these extra features: 


1, Installing bar, tamp and anchor retriever combined in one tool. 


2. Safe, reversible point pike pole with reinforced butt — wire lift 

attachment, 
3. Maul with seasoned hickory inserts to prevent damage when driving 

anchor rods. 
PIKE POLE 4. Trip auger—bores like a bit, telescoping rod from 5 to 8 feet, adjustable 

reamer for various hole sizes, easy dump trip. 
5. Anchor expanding and tamping bar. Hooks around rod to prevent slip- 
: e3 ping off anchor top plate. 
NEVER-CREEP 6. Transformer gin with new light weight aluminum fitted chain tight- 
MAUL wt ener. Easy to apply. Has safety lock. 

7. Tugger pulls or lifts in any position. Link type chain prevents binding 
or kinking. Light weight diecast aluminum alloy handle, housing and 


Write for Complete Information “Joday 


cover. 








WALKER 


Weather He 2004 





TRANSFORMER 
CABINETS 


*® WALKER Instrument 
Transformer Cabinets 
are designed for maxi- 
mum protection, indoor 
or outdoor. Quality of 
construction, and ap- 
pearance, are exactly as 
specified in your ‘‘blue- 
print for efficiency.” 











If one of the many WALKER Trans- 
former Cabinets doesn’t meet your 
requirements, our engineers will 
gladly modify to your specifications. 
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SEND FOR FREE 
COMPLETE CATALOG 
ON RACO PRODUCTS 


ALL-STEEL PRODUCTS 
14 


SWITCH BOXES 
OUTLET BOXES 


* Many other types also: ‘avail | 
A BOX FOR EVERY NEED 


a 


e Electrical contractors, builders, and architects the country over 
know they can always rely on Raco. They know it’s the packaged 
line, the uniform line, the dependable line—that it’s backed by 34 
years’ experience in the precision fabrication of steel products. 


Furthermore, Raco products are listed by Underwriter’s Labora- 


tories. Write today for information on this complete line of switch 


and outlet boxes. 
ALL-STEEL EQUIPMENT, INC. 


800 Kensington Avenue, Aurora, Illinois 


ALL-—-STEEL EQUIPMENT, INC. 
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Power takesa -s 
trolley ride* ps 







































OWER travels with the job when your cranes, hoists and need of rewiring or adding new fixed outlets. Maintenance 
d portable tools are electrified by BullDog Industrial costs are minimized, because all current-carrying bus bars 
Trol-E-Duct. are firmly supported in the duct casing and long extension 

’ It takes only an eight-ounce pull to put power at a cords are unnecessary. 
' workman’s elbow—with no danger from entangling exten- Your plant can have all the advantages of this modern 
sion cords and no possibility of accidental contact with electrical distribution system if you consult a BullDog 
- “live” wires. Field Engineer right away. He'll give you full technical 
’ The moving trolleys, collecting current from bus bars information and show you a BullDog installation near 
enclosed in a rigid steel duct, provide a source of power your own plant. Or, if you’d like descriptive literature, 

that is safe, convenient and economical. write BullDog direct. 


Slotted its entire length, Industrial Trol-E-Duct provides Siete . 
acontinuous electrical outlet that completely eliminates the With Bull Dog Industrial Trol-E-Du ct 


BullDog manufactures Vacu-Break Safety 
Switches — SafToFuse Panelboards — 
Superba and Rocker Type Lighting 
Panels — Switchboards — Circuit Master 
Breakers — “‘Lo-X"’ Feeder BUStribution 
DUCT — Plug-in’ Type BUStribution 
DUCT—Universal Trol-E-Duct for flexible 
lighting—Industrial Trol-E-Duct for port- 
able tools, cranes, hoists. 





ELECTRIC PRODUCTS COMPANY 
Detroit 32, Michigan. Field Offices In All Principal Cities. In Canada: BullDog Electric Products of Canada, Ltd., Toronto, 
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for better 


In offices, stores or factories . . . wherever large 
numbers of fluorescent lighting fixtures constitute a mainte- 
nance problem, CERTIFIED STARTERS produce rea/ economies. 


CERTIFIED STARTERS are tested, checked and certified by fa- 
mous Electrical Testing Laboratories, Inc., as meeting rigid spec- 
ifications for performance and service. That means more light 
from lamps, longer lamp life, longer starter life. Be sure the 
starters you sell or use carry the familiar ‘ETL CERTIFIED” shield! 


@ Be sure they're CERTIFIED . .. look 
for this mark stamped on the case. 


San me oe rae oe Address inquiries to any of the following manufacturers of ———- 


Certified Starters 


The Arrow-Hart and Hegeman Co., Hartford, Connecticut instant Glow Starter Corporation, New York, N. Y. 
The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark, N. J. 

Dura Electric Lamp Co., Newark, N. J. The Lloyd Products Co., Providence, R. I. 

General Electric Co., Bridgeport, Connecticut Pass & Seymour Co., Syracuse, N. Y. 

Harvey Hubbell, Inc., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 
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put Lightolier’s profit plan to work for you 


Lightolier’s Profit Plan gives you the practical tools that will build your business and 
increase your profits. Never before in the history of the decorative lighting indus- 
try has the opportunity for you been so great. Let Lightolier help you turn that op- 
portunity into money in the bank. 


= consumer advertising: 


trade advertising: 


Mbusiness-building emblem: 


lightolier is now running the biggest national campaign in the history of 
the lighting business—colorful full pages in magazines of major importance 
that pre-sell Lightolier merchandise for you. 


Full pages that hit hard and often to create more sales for you through 
architects, decorators and builders...that bring you the latest news of 
Lightolier merchandise and Lightolier selling helps. 


Ten of America’s most famous decorators created the settings for the new, 
full color CHARM BOOK... It shows your customers that finer fixtures mean 
better lighting and decoration...making this well-known selling tool more 
profitable for you than ever before. 


... that’s the best selling phrase in this business. Lightolier’s LIGHTING 
GUIDE boils down to easy, usable form the important technical and deco- 
rative data you need to render this service... for bigger sales, larger profits, 
and happier customers. 


Lightolier will send you a steady stream of practical, business-building sug- 
gestions for selling and display...pre-tested in the nation’s largest con- 
sumer showrooms...to attract more customers your way. 


Cash in on America’s leading name in decorative lighting...the largest ad- 
vertising Campaign to consumers, architects, decorators and builders in 
lighting fixture history...the styles and advisory service consumers want... 
by displaying the LIGHTOLIER AUTHORIZED DEALER EMBLEM 


...and with 


LIGHTOLIER’S beautiful and exciting fixtures for every room in the home 
...from new lighting devices in elegant crystal to America’s finest designs 
in fluorescent...including 


-; & ) 
Bel Vista Lightoliers ®— 
an exciting new series for every room...for every home! 





bel Vista Series by LIGHTOLIER 


...an exciting new group of fixtures for every major location, architectural 


style, and decorative period—the newest fashion in lighting. ..in colors, shapes 


and sizes to go with home furnishings of today and tomorrow. Illustrated 


are just some of the designs that make Bel Vista a complete line in itself 


For greater values, guaranteed Lightolier qual- 
ity, lastingly beautiful designs, specify Bel Vista. 


7688: 4 LIGHT—40 W. LAMPS. 
LENGTH 514”. WIDTH 19°. FINISH: P 


7641: 5 LIGHT— 40 W. LAMPS. 
LENGTH 414”. WIDTH 21’. FINISH: GOLD. 


7668: 5 LIGHT —40 W. LAMPS. 
LENGTH 414”. WIDTH 1774”. FINISH: PEWTER. 


7619: 5 LIGHT—40 W. LAMPS. 
LENGTH 414”. WIDTH 1914”. FINISH: GOLD. 


7617: 4 LIGHT—40 W. LAMPS. 
LENGTH 36”. BODY LENGTH 15”. : 
WIDTH 173”. FINISH: SILVER & GOLD. = 

















7644: 3 LIGHT—40 W.LA 
LENGTH 7”. WIDTH 1334”. 
FINISH: SILVIUM. 


7615: 3 LIGHT— 60 W. LAMPS. 
LENGTH 414”. WIDTH 17”. 
FINISH: SILVIUM. 


7642: 3 LIGHT—40 W. Lal 
LENGTH 7”. WIDTH 1414”. 
FINISH: SILVIUM. 


6589: 3 LIGHT— 40 W. LAMPS. 
LENGTH 5”. WIDTH 17”. 


 —- FINISH: BLUE & GOLD. 
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DINELIER 
7600: 1 LIGHT—150 W. LAMP. 
LENGTH 48”. BODY LENGTH 1534”. 
WIDTH 1734”. FINISH: GOLD. 


Scientifically designed to 
floodlight the table, illuminate 
the entire room without glare! 







7667: 4 LIGHT— 40 W. LAMPS. 
LENGTH 36”. BODY LENGTH 15”. 
WIDTH 173”. FINISH: SILVIUM. 
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rere’s what you get in Lightolier merchandise! 


Lightoliers are displayed and offered by the outstanding lighting dealers in every 
locality. Lightoliers are made to rigid quality standards, designed to bring 
added beauty to the homes they decorate, priced to please exacting customers. 


lere’s what you get in Lightolier’s profit plan! 


record-smashing 
consumer advertising 


architect-builder-decorator 
trade advertising 


sales-stimulating 
consumer book 


/ 


A compleie selling service that assures you o 
rapid turnover, sound profits and the gooc-wi 


business-building of satisfied customers. 
lighting advisory service 


pre-tested 
display & selling ideas 


authorized dealer 
Lightolier emblem 


here are the new profit-making 
tures in the Lightolier Bel Vista S: 





Use this coupon to learn more about what the Lightolier Plan means to you. *Overscaled, close-to-ceiling designs...in siz: 
to 212” square...favored by decorators for 

smart, built-in iook...favored by engineers f 

ease tell me more atout ficient, eye-soothing light...favored by ever) 


____THE LIGHTOLIER PROFIT PLAN for good looks and good value. 
____LIGHTOLIER BEL VISTA SERIES *Dinelier 7600—modern lighting engineering 


gracefully designed dining room fixture tha! 
lights the table and provides full room illumin 








* New glass textures, sparkling, fired-in decorc 
simple flowing lines to complement period or 
ern rooms. 





























agatust 
ERVICE INTERRUPTIONS 


TYPE AC and THERMAG 
phatomatic 
CIRCUIT BREAKERS 


SERVICE 
EQUIPMENT 


6 circuits or less; 
main lugs or main 
circuit breakers. 
For bome instal- 
lation. 


There is a real feeling of security when 
you install €@ Type AC circuit breaker 
load centers and service equipment, 

ee and Thermag Type automatic circuit 
breaker panelboards. 


16 single pole cir- 

cuits or dess; or Twenty-four hours a day, these 
combination of . ° : 

singleand double smooth functioning units guard 
bole circuits to- - Ps ° 
talling 16 poles against the ravages of short circuits 
Maximum, . . 
For larger homes and dangerous overloads with their 
and commercial — ° . : 
installation. costly and irritating service interrup- 


tions and the likelihood of burned- 
out equipment. e 
Then too, these units are shock- 
proof and simple to operate, requiring 
only the flip of the handle to restore 
service after the cause of the trouble 


PANELBOARDS has been removed. 

4 0 42 circles ¢ For maximum protection against 
pat ey ow service interruptions, install @ Type 
wate ee, AC circuit breaker load centers and 
bilder service equipment, and Thermag Type 


blants, hotels, etc. : 7 
automatic circuit breaker panelboards. 


NOTHING TO REPLACE * NO DANGER OF SHOCK 
. . . . Simply Flip Handle to “ON” Position (after removing cause of trouble) * 





SUPT LT | 


STANDARDIZED 





Reaeiiaiatii 
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BREEZ-AIR Gootéag NOW 


With stifling hot months here. there’s a BIG de- 
mand for cool comfort in the home! You’re just 
in time to cash in on it by installing BREEZ-AIR 
Attic Fans for home owners in your territory. 


QUIET - ECONOMICAL - HIGH DELIVERY 


Noise tests show BREEZ-AIR Fans to be very 
quiet—and efficiencies are very high. They re- 
quire practically no attention, and operating costs 
are trifling. 


SIMPLE - FAST INSTALLATION 


Cost of installation is small, because of BREEZ- 
AIR’S handy square panel construction, which 
makes it easy to locate fan on wall, fast. You’re 
furnished with complete, easy-to-follow instruc- 
tions on attic installation. 


LIBERAL DISTRIBUTOR, DEALER TERMS 


Yes, there’s a mighty market in BREEZ-AIR com- 
fort! Why not find out about our terms? You’ll 
like them, and there’s profitable territory open. 
Write or wire us NOW—and see how easily you 
ean make high-profit sales! Prompt shipment! 


BUFFALO FORGE COMPANY 


210 MORTIMER ST. BUFFALO, N. Y. 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 





Ee 
4 


QUALITY CONSTRUCTION! Correctly proportioned 
blades that draw air into the wheel with minimum 
turbulence—perfectly balanced rotors that give sibra- 
tionless performance — sturdy overall construction — 
are built into every BREEZ-AIR Fan! 


Thousands of southern homes are 
forest-cool for sleeping and_ living 
during hottest months—the BREEZ- 
AIR way! Thousands more want 


BREEZ-AIR comfort. 


Open the windows, turn on_ the 
BREEZ-AIR and “take it cool”! Dia- 
gram shows how BREEZ-AIR in attic 
draws hot, stifling air out of every 
room—expels it out attic openings 
quietly! 


FREE! TO HELP YOU SELL 
These attractive, convincing fold- 
«ss are YOURS for mailing. or 
leaving with prospects. Simply 
et us know how many you need. 


w 


.) 
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HUBBARD 


SAGGER 


BRACKETS 





Holes are drilled at correct spacing 
and machine bolt is inserted as shown. 





Conductors are strung, using insu- 
lators as pulleys, until desired sag is 
obtained after which they are tied-in 
while still in the horizontal position. 


‘ 
! 
' 
' 


Side view of the horizontal | Insulator and bolt in semi- | Closed position. Note that 
or “sagging’’ position. | closed position. It must | insulator bolt is solidly 
Note that insulator bolt is | clearthe keepers atthe top | locked in this position, 
solidly checked against | to complete closing. having been pushed down 
further downward move- past the spring keepers. 
ment. 








After tying-in, the insulator bolts are 
raised to the vertical and dropped into 
the Jock position. 


For secondary distribution circuits, where a variety of sulator Bolts are locked in position when closed or 
problems are to be met, Hubbard No. 710 Sagger open. Strength against line pull is provided by the 
Bracket is the most flexible choice to meet the require- broad back bearing against the pole, the backs being 
ments. This Bracket may be described as a single, 3-inches in width. Spurs at the corners prevent the 
Separate, secondary-rack point, which may be used bracket from turning during and after installation. 
with one or more similar points, at any desired spacing Bolt heads are trapped in the back to prevent turning 
for any number of conductors. while tightening. 

No. 710 Brackets are versatile in other ways also. Hubbard Sagger Brackets have been tested and 
The patented feature is the arrangement of the in- proved in service. Highly adaptable to any condi- 
sulator bolt which may be dropped to a horizontal tions, they have drawn praise from engineers, in 
Position to allow the “sagging” of conductors every instance of the many installations made 
with the insulator spool acting as a pulley. In- to date. 


HUBBARD 


HUBBARD anno COMPANY 


‘PITTSBURGH - CHICAGO OAKLAND - CALIFORNIA 
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STATES RUBBER COMPANY 


SZRVING YHROUGH SCIENCE 








AMERICA’S FINEST 


oO 





by the Wire and Cable Department 
UNITED STATES RUBBER COMPANY 


New insulated aluminum conductors—pio- 
neered by ‘‘U. S.’’—are here and here to stay! 
Because they’re as much as 50% lighter than 
ordinary cables. Economical to buy and install. 
Neoprene cover is tough, abrasion resistant— 
also resistant to oil, fire, and cold, Write for 
new 32-page brochure describing all types 
and sizes of “U. S.”” aluminum wires and 
cables. Address Wire and Cable Department, 
United States Rubber Company, 1230 Avenue 
of the Americas, New York 20, N. Y. 
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of Kearney Splicing Machine 


REMENDOUS pressure developed between the 

rolls of Kearney Splicing Machine com- 
presses Kearney Sleeves with such force that the 
splice is stronger than the conductor. Rolls of 
these machines are permanently set at the 
factory—They never need adjustments, gauges 
are not necessary. 
To provide maximum gripping action between 
the conductor and the inner wall of the sleeve, 
Kearney Splicing Sleeves are furnished in 3 


types. Each type produces the best splices on 
the material for which it is designed. 


Small copper sleeves are bonded tightly to the 
conductor by the use of an abrasive compound 
on the inner wall. Large copper sleeves contain 
a coiled wire that is forced into the conductor 
and the sleeve wall. Aluminum sleeves are made 
with a threaded inner wall which produces a 
gripping action when compressed. 


For Most Efficient Joints, Use Kearney Splicing 
Machines To Install Splicing Sleeves. 


No. 9 power operated splic- 
ing machine is ideally suited 
to store room salvage use— 
Ys" to 1%" sleeves. 


No. 8-2 splices sleeves from 
%"’ to 1%'’—suitable for 
field or shop use. 


No. 7-2 splices sleeves from 
3/16” to %'’—larger and 
sturdier than 6-2 machine. 


No. 6-3 splices sleeves from 
3/16” to 9/16”. 


“OVERHEAD AND UNDERGROUND UTILITY EQUIPMENT 
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\V hen considering a fluorescent installation look 
to Mobilite. The entire line of “Super-Vision” 
Mobiliers is constructed to give trouble-free 
service and designed to complement interiors. 
*Super-Vision” Mobiliers are available in types 
for every requirement . . . for offices, stores, 
smartly decorated salons, banks, schools, insti- 
tutions. Ideal for high or low ceilings or under 
halconies. Standard attachments readily con- Sele to all "Senet Vielen a aoe 


Fixture is easily slipped into firm 


vert single units to a continuous run, flush or — 
i position. 
suspension, single or double stem. All the 
OFFICES ge is ; eras 
po ene elements of modern design, highest efficiency, 
ee ’ minimum maintenance, functional flexibility 
and superior craftsmanship have been incorpo- 
rated in these high quality fluorescent units. 
Yes, look to Mobilite for your guarantee of the 
finest in fluorescent fixtures. 

Slight pressure on spring button re 

lease at ends of unit permits ampk gal 
° e ss aOR: . vanize 
opening for servicing, relamping and 


Write for Catalog § cleaning. 


modern | 








pliant 





Fu y auto 


MOBILITE, INC. = 


Working 


Manufacturers of Fluorescent Lighting 180 Ibs 


JERSEY CITY 6, NEW JERSEY ea 


Optional « 
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PRESENT OUTLETS ARE IN- 
VITED TO ASK ABOUT THE 
MERTLAND FRANCHISE 











TABLE TOP 


p\Upgey V Vile tite ile 
HOT WATER HEATER 


= 


| 
H 
H 
} 
| 
} 
4 
4 


CHECK THESE MERTLAND FEATURES 
for quality, durability, convenience, and economy 
Jl APPROVED Thick, blanket type Fibergias ' 
Mertland Table Top Models in 35 and 50 gallon capacity are standard kitchen 
hot dipped. Made ond Eight coats of white enamel cabinet size 24” x 24 x 36” with 4 back splash. Panelyte top in standard black 
galvanized in Mertland’s vltra- boked on heavy steel jacket or choice of several linen colors. Panelyte is tough, acid proof, will not ring. Burn- 
modern tank ond galvanizing ing cigarets will not scar. Heavy steel cabinet finished in 8 coats infra-red baked 

inlet baffle evenly distributes white enamel. Black baked enamel base with 4” toe space. Point-by-point com- 
Mii — parison with any other heater on the market is invited. Mertland has all those 
silen temperature contol Heavy gouge copper wiring extra features that count. Other Mertland models, square, low round, tall round, 

in capacities from 10 to 80 gallons. 


H insulation, all around tank 


eavy gauge galvanized steel 
onk 


piant 


5 


Chromalox quick heating immer- Internal heat trap prevents hot 
Hon type heating unit water circulation through house 
Working pressure gvoronteed s¥#tem except when drown. GOOD AUTOMATIC ELECTRIC HOT WATER HEATERS—MADE BY A GOOD COMPANY 


50 Ibs. (Tested 300 tbs.) Soves fuel 


Pr ct . 
scled from coresion by Wattage ond soteses or Me Mi HEDGES MANUFACTURING CO., Inc. 


Mertland Magnesium Anodic Rod specifications. Can be furnished 
CHATTANOOGA, TENNESSEE 


oplional equipment) wired for limited demand 
























































INADEQUATE WIRING, the industrial jinx, is too 
heavy a burden for any factory power lines. For, 
overtaxed, overextended, obsolete wiring can cut 
operating efficiency 25 to 50 percent. 

And, sooner or later, this sinister acrobat causes 
tie-ups that result in costly shut-downs for extensive 


alterations.* 

Call in your plant power engineer, consulting 
engineer, electrical contractor or utility power sales- 
man. These are the men who can throw a net over 


him! i 


















































* WIRE AHEAD, a new booklet discussing pre- 
ventive maintenance... the symptoms of inade- 
quate wiring ...and presenting plans for antici- 
pating electrical demand, is now in preparation. 
We shall be glad to send it on request as soon 
asitis available. Address our Advertising 
Department, 25 Broadway, New York 4, N.Y. 


from 


ANACONDA WIRE AND CABLE COMPANY 
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TRADE MARK 


Oolaiv Attic Fans 





BIGGER PROFITS are in store for dealers 
who sell Quality home-cooling equipment. 
Coolair Attic Fans, built by the pioneer manu- 
facturer, are the product of precision-engineer- 
ing. They are built for a long life of quiet, 
trouble-free operation. Coolair’s basic design, 
with many exclusive patented features, is the 
acknowledged leader in its field. You sell 
QUALITY when you sell Coolair! 


COOLAIR DEALERS have the further ad- 
vantage of receiving thorough training in sales, 
installation and servicing procedures. Backed 


by Coolair’s long experience in manufacturing 
this one type of product, this feature makes 
your selling and installation job easier. 

2 . . 


COOLAIR DISTRIBUTORS or agents will 
gladly show you the profit opportunities inher- 
ent in the COOLAIR line. Start your plans for 
making more money by calling him today, or 
writing direct to the factory for details. 


A full description of the Coolair line, with tables showing 
models, dimensions, performance data, etc., can be found in 
SWEET’S CATALOG FILE SWEET’S CATALOG FILE 
Architectural For Builders 
A.S.H.V.E. GUIDE ELECTRICAL BUYERS REFERENCE 


3604 MAYFLOWER ST. JACKSONVILLE 3, PLORIDA 





TYPES 


Single, Two and Three Gang 
Toggle Switch Plates 
Single and Two Gang Duplex 
Receptacle Plates 
Combination (Two and Three 
Gang) switch and Duplex 
Receptacle Plates 
Blank Plates 
Telephone Plates 
Push Button Plates 
Single Outlet Plates 


Any combination of Standard 
Devices up to Three Gangs. 


FINISHES 


“ALUMINEX” BROWN 
Baked Wrinkled enamel-hard 
and durable—in a beautiful 
shade of brown. 

“ALUMINEX” IVORY 
Baked wrinkled Enamel in 
Ivory to match devices. 

“ALUMINEX” 
A patented, extra hard finish, 
having appearance of ham- 
mered silver. Especially suit- 
ed for commercial jobs. 
BRASS 
.040 and .060 gauge. 


POLISHED AND SATIN 
CHROME 
Heavily plated on .040 and 
and .060 gauge brass. 


Ask Your 


Electrical Wholesaler 


for 


CHECK 
THIS LIST 


for Your 
FINISHING PLATE 
JOBS 


For all your contracting jobs . . . beautiful, break- 
proof D&M Finishing Plates. You can select just 
the type and finish you need to please your custo- 
mers ... D&M Plates are precision-built of pure 
aluminum or brass and finished to give years of 
good appearance. No chipping, cracking or break- 
ing to cause replacements and waste time. . 
Always ask your Electrical Wholesaler for DGM 
plates . . . Prompt Deliveries. Write Today for 
full details and prices. 





ae 


MANUFACTURING: COMPANY 


* INCORPORATED * 
largest Manvtacterers of Finishing Plates in the World 


SALES OFFICE: 60 WEST PEACHTREE PLACE, 1.W., ATLANTA, GA. 
PANT AT MARIETTA, GEORGIA veal 
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Why the Industry Needs to 
““Go ALL ELECTRIC’ 


\ViE HAVE ALL associated the 
yhrase “Go All Electric’ with 
effort that the National Elec- 
trical Manufacturers’ Association has 
initiated to wake up the whole elec- 
trical industry to the fact that we 
lave a competitor in the appliance 
narket. The liquefied petroleum gas 
iuudustry is a tough competitor, and 
the electrical industry has been sleep 
g in over-confident composure. 
|his is just another clear-cut example 
the necessity for all segments of 
iis electrical industry viewing thei 
xoblems as total industry problems 
tather than as the individual prob 
em of the utility, the manufacturer, 
the wholesaler, or the contractor. 

If you have read the literature 
vhich is going out into the field, 
vou will have discovered that electric 
cooking and electric refrigeration of 
fer many advantages over gas, but in 
my own small winter cottage in the 
South I use gas for both. I can’t 
ang my head in shame because the 
reason why is very simple. Neither 
electric cooking nor electric refrigera- 
hon has any advantage over gas when 
there isn’t any electricity, and it is a 
ad but true fact that, in the particu- 
at district I mention, the power goes 
ff if two robins sit on the line in- 
stead of one. I am not bringing this 
ip in any sense of criticism whatso- 
ever, because I am familiar with the 
reasons. The utility has been pre- 
vented by war conditions from mak- 


“Adapted from an address present- 
ed before the 38th Annual Cenvention 
of the National Electrical Wholesalers’ 
7 ee in Atlantic City, N. J.. May 
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By R. Stafford Edwards* 
President, National Electrical 
Manufacturers’ Association 


ing its service more dependable. 

I mention it only because it il 
lustrates the fact that the prosperity 
of all branches of this electrical in- 
dustry is influenced by the particular 
problems of any one of its branches. 

Referring again to this sinall ex 
ample, I must say that the dealer 
who sold me the gas stove and gas 
refrigerator was very quick to point 
out the frequent failures in the sup 
ply of electric power. ‘That was good 
salesmanship and was to be expected. 
On the other hand, I was surprised to 
discover that the electrical dealers in 
the town were just as quick to point 
is out and shrug their shoulders in de- 
spair at the condition. I was interest- 
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ed enough to talk to the sales office 
if the lighting company and they ex 
plained the situation to my complete 
satisfaction, but it was pretty obvious 
that they had not gone out of their 
way to put the electrical dealer in 
a position to defend the existing con- 
dition, or to explain that they had 
definite plans for correcting the sit 
uation as soon as conditions permit 
ted. 

I traced it even further to discove1 
that the wholesaler, through whom 
the dealer bought his gas stove, was, 
in reality, an electrical wholesaler. He 
had never handled gas stoves before 
but, because this condition existed 
where the power was occasionally in- 
terrupted, he took the attitude that 
he might as well sell gas stoves. Here 
he was competing with himself and 
actually handicapping himself in his 
normal future market. 

We have four segments of the in- 
dustry; each with active associations, 
cach burning midnight oil to solve its 
own particular problems, but it is my 
belief that those problems are com- 
mon and should be commonly con- 
sidered to a much greater extent than 
at present. Basically, all four branch- 
of this industry are in business to 
make a living. 


Industry Programs 


We have seen excellent results 
from co-operative effort in such things 
as the Adequate Wiring Campaign 
and the Electrical Interdependence 
idea. This type of effort is what “Go 
All Electric” really means to me: 
working to further the broader view- 
point of the complete electrical indus- 


31 











try instead of losing ourselves in the 
problems of our particular branch of 
the industry, which branch is abso- 
lutely impotent if the other branches 
are not successfully meeting their 
problems. 

The Adequate Wiring Campaign 
has unquestionably been successful, 
too, yet for purposes of comparison I 
believe we could well afford to view 
it in the light of what another in- 
dustry might do in a similiar cam- 
paign. If this were an adequate 
plumbing campaign, I suggest that 
the requirements for certification 
would be far higher than we, in the 
clectrical industry, require. I suggest 
again that this condition exists be- 
cause we have not been able to co- 
ordinate the thinking of the four 
branches of our industry to the ex- 
tent that is justified, and have in- 
stead had to comprise too much with 
the individual problems of the four 
industry branches. 

I would like to give you a simple 
illustration which is of minor im- 
portance but is nonetheless indicative, 
and I stress again that none of my 
illustrations are meant to be critical. 
If you put a 6c push button and a 
20c doorbell in today’s new home 
it measures up to all the signalling 
needs for certification. ‘They have 
been putting that much in homes for 
sixty years. It is the bare minimum; 
just a slight advancement over knock- 
ing and yelling, “Open the door, 
Richard”; it is certainly not a stand- 
ard in keeping with moder develop- 
ments and the generally accepted 
scale of American living. 

We, as an industry, are far too 
bashful. Can you imagine a home 
certified as having adequate plumb- 
ing with the old-fashioned tin bath- 
tub? 

If the past indicates need for some 
method of co-operative thinking in 
our total industry, the future certainly 
emphasizes that need. If we are go- 
ing to think in terms of common 
future interest, it won’t hurt us any 
to take a look at the common future 


market. 

The adequate wiring program alone 
speaks in terms of 4,000,000 new 
homes that must come within five 
years, and another 2,300,000 homes 
where the occupants want electrical 
modernization. We are talking 235,- 
000,000 simple items such as boxes, 
receptacles, switches, fuses and circuit 
breakers. We are talking of 800,000 
more costly items in service equip- 
ment, and wire for 20,000,000 branch 
circuits. We are talking of 10,210,- 
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000 units such as refrigerators, dish- 
washers, ranges, watcr heaters, con- 
trols and other appliances. We are 
talking of $48,000,000 worth of clec- 
trical equipment necessary for genera- 
tion, transmission, distribution and 
sub-stations. 


Rural Market Attractive 


The total clectrical industry has al- 
ways had a tremendous interest in 
the farm and rural markct and in the 
immediate future that market looks 
bettcr than ever because our farmers 
are in better financial position, and 
there is every indication that their 
caring capacity in the future will be 
far better than it has been in the 
past. Well-informed men in our in- 
dustry have set a figure of $500,000,- 
000 worth of wiring to take care ot 
$2,500,000,000 worth of equipment 
that the farmers need and want. It 
is estimated that power line construc- 
tion alone for this market will cost 
$1,000,000,000. 

Because we are all experiencing a 
period of uncertainty, I am not going 
out on a limb to the extent of saying 
that this market will be here next 
week, next month, or even next year. 
There are many economic difficulties 
on our doorstep. We may have to 
go through a recession or even a de- 
pression, but one fact stands out like 
a lighthouse. There are not enough 
places for people to live in either the 
cities, the suburbs, or the farmlands 
of this country. There are not 
enough schools and hospitals. Even- 
tually, there must be great construc- 
tion activity, and that has always been 
the keystone of prosperous business 
in this country. 

Co-operative thinking as a total in- 
dustry is a necessity if we are to serv- 


What the adequate wiring 
program means to the elec- 
trical industry in the next 
five years: 


4,000,000 new homes; 

2,300,000 homes needing 
electrical modernization; 

235,000,000 items such as 
boxes, receptacles, switches, 
fuses, and circuit breakers. 

800,000 items of service 
equipment; 


Wire for 20,000,000 branch 
circuits; 

10,210,000 major appli- 
ances; 


$48,000,000 worth of elec- 
trical equipment for genera- 
tion and distribution systems. 
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ice this vast future market. We shall 
have plenty of competition, and I am 
not thinking of that competition in 
such restricted terms as gas versus 
clectric power. 
ers’ market in every sense of the 
term, with every other industry com- 
peting for the buyers’ dollar. We 
shall have to compete with the 
plumbing industry for the buycr’s dol- 
lar and we have, in that industry, a 
far better example of cohesive co-op- 
tative thinking between manufactur- 
ing, distribution and installation than 
we have yet attained in our own 1n- 
dustry. 

If you will think it over carefully, 
I believe you will have noticed that 
there is far less compromise with qual- 
ity and adequacy where plumbing and 
heating is concerned in the architects’ 
and engineers’ specifications. There 
is very strong inclination on thei 
part, however, to regard the electrical 
installation as offering the best place 
to look for a reduction in cost. 
Again, I would not blame the archi- 
tect or the engineer but would sug 
gest that their attitudes are due en 
tirely to the fact that they are ap- 
proached by four separate branches of 
this electrical industry, each one so 
concemed with its own individual 
problems that it loses sight of the 
fact that making the final sale one 
of quality and adequacy is the onc 
problem of all four branches—a total 
industry—a common problem. 


Steps to be Taken Now 


Until our industry does grow up to 
the point where we have a specific 
and definite plan to make it more 
homogeneous, there are some things 
we can all contribute in a small way. 
For one, might I suggest that there 
is great opportunity to educate oul 
own salesmen to the fact that they 
ire not isolated and that they are, in 
fact, supplementary to the salesmen 
of the other three branches of the 
dustry. 

Next, I suggest that the executives 
in each branch of our industry make 
a conscious effort to interpret the 
problems of the other three branchics 
to the people in their own organiza- 
tion. Even though they may not 
know the answers to these problems, 
the very fact that they assume an 
attitude of tolerancy themselves will 
have a salutory and important effect 
on the people in their own organiza- 
tions. It is very easy, if you are a 
manufacturer, for your salesmen to 
excuse their own shortcomings by 

(Continued on page 94) 
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Cold cathode fixtures were 
used advantageously to il- 
luminate all operations of 
the Gulf Drug Co., of Mi- 
ami. Shown here is a por- 
tion of the office with its 
4-tube “cold white” units. 





COLD CATHODE LAMPS 
Offer Wide Range of Applications 


MorE EFFICIENT, _ better-quality 
lighting for stores and cafeterias, more 
glamorous illumination for theaters 
and night clubs— and bigger volume 
for electrical contractors—are among 
the advantages claimed for cold cath- 
ode lighting installations by W. W. 
(Bob) Ingalls, electrical contractor, 
and T'ropicalites, lighting fixture sup- 
pliers, both of Miami, Fla., who re- 
cently teamed up to install cold cath- 
ode illumination in a new building 
constructed for Gulf Drug Company, 
drug and sundry wholesalers, in Mi- 
ami—probably the first installation of 
its kind in that city. 

Of poured-concrete-and-steel con- 
struction with a simulated “dobe 
brick” facade, this building, 100 ft. 
by 150 ft., houses the drug firm’s 
display room, offices, and warehous- 
ing facilities. 

The office and display room (oc- 
cupying a space 18 ft. by 100 ft., are 
lighted by 8 four-tube fixtures. In 
two of the latter, two 4-tube units are 
joined end to end to provide dual 
fixtures, providing extra high effici- 
ency lighting for close work on office 
records, 
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Termed by the supplier “low vol- 
tage,” the tubes used are 93 in. in 
length and 25 mm. in diameter. 
They operate from 115-velt branch 
circuits voltage. The fixtures have 
cold cathode ballasts in self-contained 
units. The lamps draw 120 milliamp- 
eres at 750 volts. The tubes employ- 
ed in this instance are the type known 
as “cold white’”—technically describ- 
ed as “3500 degrees Kelvin.” One 
of the characteristics of the light sup- 
plied by this type of tube is “color 
faithfulness.” 


Indirect Cove Lighting 


To provide a “glamor” touch to 
merchandise shown in glassed-in cases 
and on special open fixtures. the dis- 
play section, 18 ft. by 24 ft., has a 
2-tube, “‘soft white,” cold cathode in- 
stallation, cove-installed near the ceil- 
ing. The light from this type of 
tube has a slightly pinkish tint. 

Warehouse lighting is designed to 
furnish over-all and stack-and-bin il- 
lumination. The installation, here, 
is 25 mm., single tubing. operated at 
12,000 v., 60 milliamperes. Tubes are 


continuous-strip installed in 12 rows 


from front to back of the warehouse 
section. The lamps in this portion 
of the building, also, are “cold white.” 
Illumination efficiency at floor level 
is 18 foot-candles. Individual rows 
are 118 ft. in length, making a total 
of cold cathode tubing, in the ware- 
house section, of over 1400 ft. Even 
small-print portions of labels on mer- 
chandise boxes in the warehouse are 
easily read by this light. 

At the front of the warehouse sec- 
tion, there are two loading docks. 
Each of these is illuminated by two 
50-ft. lengths of cold cathode tubing 
similar to that in the warehouse. 
Each pair of tubing strips has its own 
lighting transformer (12,000 v.. 60 
milliamperes) and is on a separate cit- 
cuit. 

Sam Dunst,:firm member of Tro- 
picalites, in explaining the general 
characteristics of cold cathode light- 
ing, stresses: (1) its coolness—more 
than 50% cooler than fluorescent; 
(2) low current consumption—about 
50% of fluorescent; and (3) long life 
of tubing—longevity up to 10,000 
burning hours. 

“The lighting efficiency of cold 
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cathode tubing,” says Mr. Dunst, “‘in- 
creases up to 5,000 hours. After that, 
efficiency will drop a little—about 
5%. The tubing does not reach its 
full light output until it has burned 
for about 500 hours.” 


Does Not Fade Goods 


Besides the characteristics named. 
Mr. Dunst points out, cold cathode 
lighting has advantages for certain 
purposes. For instance, the operator 
of a large department store in Greater 
New York is very enthusiastic about 
his cold cathode lighting installation. 
because he claims, it does not fade dis 
played merchandise. Some color, par 
ticularly the various shades and tints 
of blue, are especially subject to fad- 
ing. 

This kind of illumination is help- 
ful for what Mr. Dunst terms “mood 
lighting.” He claims that it flatters 
appearance of women, and therefore, 
it is especially esteemed by night club 
operators, who have had expcrience 
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with it. They regard it as a “busi- 
ness builder.” In theater lobbies and 
in “powder rooms” it serves a similar 
purpose. 

The special properties of the dif- 
ferent types of tubing. Mr. Dunst 
emphasizes, should be studicd to get 
maximum customer satisfaction. For 
example, in the lighting of foods, as 
ir cafeterias or food stores, “soft 
white” tubing, which supplies a slight- 
ly pinkish light, is most satisfactory, 
since it “‘flacters” the items displayed. 
Under it, an uncooked steak or a 
tomato salad will have more eyc-ap- 
peal. Even diffusion of light and 
freedom from shadow are other cold 
cathode lighting characteristics. 

Among the cold cathode installa- 
tions supplied at various locations by 
[ropicalites arc: a hotcl building to 
provide facade lighting, as a publicity 
medium; a shoe store to improve gen- 
eral lighting efficiencv and quality; a 
night club, as “mood lighting”; a new 
cafetcria to furnish high lighting cf- 





The cold cathode lighting installation of the Gulf Drug Company, of Miami, 
is controlled from this 200-ampere panelboard having 32 active and 4 spare 


circuits. 


operated 3-fuse, 4-wire 


The service is a 4-wire, three-phase entering through a manually 
200-ampere main 


switch. A_ neat, efficient 


installation was made by bringing the small conduit of the branch circuits 
into the long pull box and by extending four lengths of 1-1/2-inch conduit 


from the pull box to the panelboard. 


Shown inserting fuse is B. C. Breig, 


electric superintendent for W. W. Ingalls, who made the installation. 
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ficiency with low current consump- 
tion—25 foot-candles at table height. 
In this last-named installation, tubes 
were joined end-to-end to give 80 ft. 
of continuous-strip illumination. 

Tropicalites fabricates its own mul- 
tiple-tube fixtures and continuous- 
strip installations, employing purchas- 
ed units of needed types. Coated 
glass tubes, usually supplied by Syl- 
vania, are cut to desired length—in 
the case of the Gulf Drug job, 93 in- 
ches. The 750-volt, 120-milliamper 
ballasts used in the office fixtures 
were furnished by Sola Electric Com 
pany, and the 12,000-volt 120-milli 
ampere transformers for the display 
room cove lighting are the product of 
Acme Electric Company. The 12, 
000-volt, 60-milliampere transformers 
for the continuous-strip warehouse 
and loading dock installations were 
supplied by Jefferson Electric Com 
pany. 

The cove-lighting transformers arc 
attached to the wall in a washroom, 
behind the display section. Thx 
warehouse transformers are installed 
on longitudinal structural beams _ in 
that part of the building. All ar 
easily accessible. 

However. lighting installations are 
only part of the building’s program 
of clectrification. It is electric-bur- 
gular-alarm protected and electrical]; 
cooled by air conditioning and venti 
lating fans. Now, a single-story struc- 
ture, foundations and structural mem 
bers are designed for the addition 
two more stories. Therefore, provi 
sion has been made for the installa- 
tion of an electrically-powered cle 
tor, when needed. 

The building’s office and display 
section are air-conditioned by an 
dapted conventional unit. The ware 
house portion is cooled by eight 45 
inch ventilating fans. A “cold room,’ 
+ ft. by 8 ft. by 10 ft. (high), for 
keeping of biological drug items 
proper temperature is refrigerated b: 
a separate unit, powered by a 1/2-lip 
motor and equipped with automatic 
temperature control. 

All ventilating fans have exterior 
sheet metal hoods fitted with storm 
louvers and inside grids, electric bur- 
glar-alarm protected. In fact, )- 
penings, which possibly could give in- 
gress to the building are protected by 
grills and alarm units. The _ ware- 
house section is windowless. All light- 
ing, there, except from doors opcn- 
ing onto the loading dock, is supplied 
by the cold cathode installation. 

In anticipation of possible need for 
electrical expansion to take care of an 
elevator and of upper-floor lighting 
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and ventilating-fan installations, elcc- 
trical distribution wiring provides for 
a future 50% load increase. ‘To 
make the change over, all that will 
be needed will be an increase in the 
capacity of the distribution transform- 
ers serving the building. 

The service supplied to the build- 
ing by the utility is 220-volt, 3-phase, 
4-wire. All branch circuits are No. 
12 wire, conduit installed. Distribu- 
tion for lighting, air conditioning, re- 
frigeration, and ventilating fans is 
controlled from a 200-ampere panel- 
board, equipped with Fustats. 

Service wiring (No. 4/0) comes 
through 2-1/2 in. conduit to meter in 
a metal care, then to a manually-op- 
crated 200-ampere, 3-fusc, 4+-wire main 
control switch. l'rom the latter, it goes 
to a load gutter, and from that to the 
panelboard. Incidentally, the load 
gutter extends the full width of the 
panclboard, providing for extra cir- 
cuits, when service expansion is need- 
ed. 

Krom the panelboard, branch cir- 
cuits run via four lengths of 1-1 /2- 
inch conduit to a pull box, above. 
Branch feed wires, then, go to their 
various loads by way of conduits (1 /2- 
in., 3/4-in. and l-in., respectively) 
which are imbedded in the building’s 
concrete. There are 32 active and 
4 “spare” circuits provided for by the 
panelboard. 
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Cold Cathode Lamp 
Protective Device 


A pevice to make high voltage 
lighting safer has been designed. ‘Tic 
manufacturer claims that it gives pro- 
tection against personal shock and tire. 

The device is designed to cut off 
the power supply immediately: if a 
person touches a dangerously “live” 
part; if a lamp is removed from its 
socket, is broken, or flickers; if a trans- 


A touch of glamor 
for the merchandis- 
ing displays of the 
Gulf Drug Company 
was obtained by in- 
stalling “soft white” 
cold cathode tubes in 
a cove near the ceil- 
ing. This proved to 
be especially effec- 
tive because of the 
many glassed-in show 
cases and open fix- 
tures requiring indi- 
rect lighting for best 
results. Cold cathode 
lighting does a good 
job of illuminating 
packaged merchandise 
on warehouse shelves 
as shown below. 
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former is overloaded or connected to 
improperly pumped lamps; or if a 
giound develops in the high voltage 
Wiring. 

The device may be uscd with any 
cold cathode lighting transformer. 
When a number of smaller transform- 
ers are used in one circuit, as in dis- 
plav cases. one protective device may 
be used for them all, with only a 
“gap” unit installed for cach trans- 
former. 
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“Seventh Heaven” Display 


“SEVENTH HEAVEN” is the catchy 
title applied to their seventh floor 
radio and home appliance department 
by the Hecht Company, large depart- 
ment store of Washington, D. C. 
This completely remodeled, and real- 
ly postwar, appliance department en- 
larged to 18,000 square feet of space, 
was opened as a special post-Easter 
promotion of major appliances with 
ten full pages of advertising, fourteen 
window displays, and numerous in- 
terior and elevator displays inviting 
the public to take a 15-second elevator 
ride to “Seventh Heaven.” 
The “Seventh Heaven”’ floor, in ad 
dition to complete lines of refrigera- 
tors, ranges, washing machines, re- 
cords, radios and vacuum cleaners was 
expanded to include television receiv- 
ers, unpainted furniture, dinettes, sew 
ing machines and paints. Scheduled nishe 
for latter addition is a complete hard- phon 
ware section. The additional space inet 
was made available by a connecting bur 
floor between the E Street and F 
Street buildings. This now joins the 
china, homewares, and gift salons 
with the heavy appliances or a verit- 
able “Seventh Heaven” for home fu 
nishings. iddec 
Television receivers in two window Th 
displays broadcasted the season’s op- for tl 
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These views of the radio and tele- 
vision department of the Hecht de- 
partment store, Washington, D. C., 
show some of its special features. 
The record department, at top, fea- 
tures a display cabinet holding 880 
records from which customers serve 
themselves. Radios are grouped as 
to styles and price ranges, and dis- 
plays lead to the television demon- 
stration rooms. 
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of Modern Home EKquipment 





ening baseball game to street traffic. 
our televison display rooms were ad- 
ded to the “Seventh Heaven.” These 
rooms are glass-enclosed and are fur- 
nished with rugs, draperies, and at- 
tractive furniture to simulate a_per- 
on’s own home living room. 

I'he layout of the radio department 
has been redesigned so that 50 floor 
models are displayed on 7 platforms. 
Over 100 table radio models are dis- 
plaved on 6 platforms with storage 
space for 350 table models in the 
combination display-storage cabinets. 
fable combination radio and phono- 
graphs are shown in two separate dis- 
plays. 

The record department has incor- 
porated many new features in its re- 
design. Six listening booths are fur- 
nished with a twin loveseat and a 
phonograph sunken into a special cab- 
net that also affords display for both 
bum and single records. Four dis- 
play units, cach containing 880 re- 
cords that are separately listed and 
catalogued, allow maximum amount 
customer self-service. A separate 
section for children’s records has been 
idded. 

The redesign arrangement allows 
for the display of 32 refrigerators, 10 

(Continued on page 94) 


Mass displays and model kitch- 
ens are the outstanding features 
of the major appliance division 
of The Hecht Company’s “‘Sev- 
enth Heaven”—name given to 
their seventh floor radio and ap- 
pliance department. Top photo 
shows part of the 40 range 
models on display, and lower 
photo shows the wide range of 
refrigerators available. In the 
center photo are two of the four 
model kitchens and the kitchen 
planning service department 
staffed by experts. 
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Creative Selling for Contractors and Dealers 


Frozen Food Locker Systems 


ELECTRICAL CONTRACTORS as well 
as electrical dealers may find good 
opportunities for profit in contracting 
for the complete installation of. froz- 
en food locker systems for farming 
communities. 

The ideal community for such a 
development is one in which there 
are a number of small farms rather 
than one in which the big farmers do 
their agriculture on an industrial scale 
—for the food locker co-operatives are 
made for use of individual families 
rather than for commerical packers. 

More and more agricultural centers 


Hood Appliance Company, of 
Charleston, S. C., has devel- 
oped the promotion and con- 
struction of frozen food 
locker plants into a profit- 
able business. Shown here is 
one of the plants completed 
recently. The Hood company 
contracted for the entire in- 
stallation and then sub-con- 
tracted the building construc- 
tion, wiring, plumbing, etc. 
Nine such plants have been 
built. 
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are becoming equipped with the froz- 
en food locker co-operatives, and all 
find it a paying proposition if the lo- 
cation is well planned. The indivi- 
dual farmer can save a considerable 
part of his household food money by 
the preservation of meats for family 
use, and can probably eat better. 
The Hood Appliance Company, of 
285 Meeting Street, Charleston, 
South Carolina, became aware of this 
situation about five years ago, when 
the company, which holds the Gen- 
eral Electric franchise for Charleston, 
took the job of installing a 90-ton re- 
frigeration unit at 
the Charleston 
Port of Embarka- 
tion. 

“That gave us 
quite a bit of pres- 
tige,” says Harry 
Hood, who with 
his brother, Jim, 
operates the firm 
as a_ partnership. 
Harry is an elec- 
trical engineering 
graduate of Clem- 
son College and 
worked some 
eight years with 


the General Electric Company. 

“From there we began installing 
the refrigeration units in Army stag 
ing areas, and then it was just another 
step for us to go on into the business 
of selling communities on the advan- 
tages of quick-frozen foods.” 

So receptive were the South Caro- 
lina towns to the food locker co-oper- 
atives, that the Hoods have now in- 
stalled the refrigeration for them in 
nine towns—this phase of business 
being one of the important factors 
in keeping the firm out of the red 
through the war-shortage period! 

The Hood partnership works well 
as a team, with Jim handling most 
of the merchandising and selling, and 
Harry handling the installations and 
service and repair shops ; 

The nine communities in which the 
frozen food locker plants have been 
sold and installed by the Hood Com 
pany are spread all over South Caro- 
lina—Abbeville, Honea Path, Walter- 
boro, Holly Hill, Camden, Hartsville, 
St. George, Manning, and Charleston, 
itself. 

The problems connected with the 
actual promotion of building the 
plants themselves did not deter the 
Hood brothers. They plunged in 
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head first to take a general contract 
all in one package to supply the com- 
munity co-operative with a complete 
locker plant ready to operate—then 
they gave out sub-contracts; for in- 
stance the contract for building went 
to J. S. Cox, Charleston general con- 
tractor, who worked out with the 
Hood brothers a standard plan of 
Spanish-style architecture. Other 
contractors or refrigeration men could 
work out similiar working agreements 
with local contractors. The wiring 
and lighting contracts were usually 
given out to electricial contractors in 
the community in which the plant 
was being installed—partially through 
convenience and partially because it 
made for better feeling among the 
clectrical men of the community. 

rhis activity developed into such 
a big operation for the Hood Com- 
pany, that at one time during the 
war, the company had more than 80 
men on the payroll. 


How Plants Operate 


lhe locker plants generallv consist 
of about 350 lockers of a standard size. 
A plant must also contain a slaughter- 
ing and butchering room, since most 
of the co-operatives have a crew busy 
doing the slaughtering. There must 
also be a chilling room for removing 
the animal heat from the meat—then 
the next step for beef is into the aging 
and chilling room, which is kept at 
a temperature of 38 to 40 degrees. 
Beef must remain here for as long as 
10 days. Then the meat is taken in- 
to the sharp freezing room, which 
is kept at a temperature of 15 to 20 
degrees below zero, Fahrenheit. 

After sharp freezing, the meat is put 
in the individual lockers, which are 
kept at a temperature of zero degrees 
Fahrenheit, where it will remain in 
good condition almost indefinitely. 
The Hood plants also have a smoke- 
house and pork processing plant for 
seasoning sausage, and salt room for 
processing bacon and other pork. 

The market for such frozen food 
and locker plants is so ready, accord- 
ing to Mr. Hood, that the last two 
plants installed by the company were 
not sold at all—the community re- 
presentatives came in and ordered the 
plants in their entirety. The full con- 
tract for some of the plants has run as 
high as $60,000. 

The Hood firm, which started out 
in 1934, at 325 King Street in Char- 
leston, as the Hood-Myers Appliance 
Company, dropped the “Myers” when 
it recently moved into the new build- 
ing on Meeting Street, the brothers 
having bought out Mr. Myers.  Fi- 


This is the new Hood display room and service shop. 
makes the entire floor display visible from the street. 
kitchen is one of the features of the floor display. 
sheet metal department of the service shop. 





The all-glass front 
A model laundry and 
Below, a view of the 
This is an important part of 


any contracting business which engages in heating, ventilating, and air con- 
ditioning work. 


nancing of part of the new building 
came from the refrigeration and lock- 
er plant installations. 

The new building, which was op- 
ened on May 9 with considerable ad- 
vertising and promotion plans, has 
one of the largest appliance display 
rooms in Charleston, with a model 
laundry and kitchen for display and 
demonstration. Light intensity on 
the display floor is maintained at 55 
foot-candles. The lighting was in- 
stalled by the Southern Electric Com- 
pany, of Charleston. 

In the rear are: the parts depart- 
ment, sheet metal shop for preparing 
the heating installations, including 
hot air and hot water, and the serv- 
ice shop for appliances. ‘This shop 
department measures 155 feet across 
the back, having been converted from 
an automobile repair shop and joined 
together with the new display portion 
of the building. 
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With progressive plans, the broth- 
ers have branched out by getting the 
Chris-Craft franchise for Charleston, 
and will use some of the display for 
the boats. 

The company employs 9 men in 
the service department, including 
three ex-servicemen doing on-the-job 
training. There are several heating 
men who do work part-time. Prior 
to the war, the Hood firm employed 
as many as 8 salesmen on the road, 
and present plans call for the forma- 
tion of a sales organization as large 
or larger. 

Such a sales organization would be 
an asset, particularly, in the selling of 
the package locker plants—though 
the receptiveness of communities in 
need of such facilities makes the sell- 
ing mostly one of selecting the proper 
community and acquainting the com- 
munity representatives with the de- 

(Continued on page 92) 
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Plan Your Wiring Jobs 
For Faster Installation 


“THE ELECTRICAL contracting busi- 
ness needs a new and faster ap- 
proach,” said Marion J. Hardy, of 
Cleveland, Miss., who is a newcomer 
into the electrical contracting field 
with his Electric Appliance & Supply 
Company, and there is evidence that 
he has found this new approach in 
his “pre-engineered” layouts. 

In one year, this company has be- 
come the second largest contractor in 
Mississippi, but they have set their 
course toward becoming the largest. 

Mr. Hardy sparks his theories with 
action. A crew of electricians and a 
Hardy truck can rough in a five-room 
house in three hours. 

If the electricity has not been con- 
nected on a job, or if lights are needed 
in order to work before the poles are 
up, a Hardy truck equipped with a 
generator is used. ‘They can hook it 
up to its own battery of searchlights 
for outside work; they can connect to 
the building wires; or they can test 
out a wiring job. 

Their main truck carries a complete 
shop, power generator, and nearly a 
ton of fittings and supplies to pre- 
vent need for returning to the shop 
for small supplies. 

The heart of the efficiency of their 
wiring system is “pre-engineered lay- 
out.” Their electrical engineer lays 
out each new job before the wiring 
crew gets there. If blueprints are 
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not needed the wiring plan is made 
on existing blueprints. Back at the 
shop material not already on the truck 
is pre-cut. In some cases a number 
of duplicate pieces may be pre-fabri- 
cated in the shop. If it is easier and 
better to make it in the shop and take 
it to the job, that is the way it is 
handled. 

On the simple jobs, like roughing 
in an average five-room house in three 
hours, everything has been laid out 
in advance by the engineer. ‘The 
truck is loaded with the right mater- 
ials and a crew of seven men follow 
a set routine. 

Competition, in time, may force 
the price down on outlets, Mr. Hardy 
mentioned. If it does they will be 
ready to meet any competition that 
comes their way. 

“Do it right and do it now,” is 
the motto of the new firm, Mr. Hardy 
said. 

Not all of their work is house wir- 
ing, by any means. Seventy per cent 
of it is industrial and they handle 
three-inch Greenfield daily. Their 
shop is equipped with hydraulic bend- 
ers and power threading and cutting 
machines and this same type of equip- 
ment can be taken on the job. 

A certain amount of vision and for- 
ward thinking is necessary for the big 
jobs in these changing times, accord- 
ing to Mr. Hardy. ‘They were ap- 








Marion J. Hardy, owner of the Elec- 
tric Appliance & Supply Co., Cleve- 
land, Miss., demonstrates his 151-cir- 
cuit lighting display switchboard. 
Each lamp on display is controlled by 
a seperate switch and the switchboard 
is controlled by a circuit breaker. Mr. 
Hardy has found that lighting the fix- 
ture the customer likes is better than 
having all fixtures on display lighted 
at the same time. 
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fair 
proached by the owner of a large of arcl 
fice building recently and Mr. Hard | 
and his engineer got the idea that he erso 
was feeling them out on a rewiring elec 
job. Stre 
The puzzling feature of the rewir Cha 
ing job was the apparent lack of new ther 
load that would make it necessary, cont 
At the second conference on the job, Mr. 
Mr. Hardy suggested that while hx with 
was rewiring the five-story building, fig 
providing for larger loads, that it part: 
might be wise to look into the ad teria 
vantages of installing a meter for each f & 
suite of offices, which is a new trend may 
in office renting. acco 
After investigating similar installa- (] 
tions in other cities, the building own ral 
er decided to have the job done. The er b 
five-story building was completely re out 
wired. trical 
From seven to fourteen electricians orde! 
are employed by Electric & Appliance (2 
Supply Company in addition to a full elect: 
time electrical engineer. few 
Their main truck is a 2%2-ton ferion 
GMC cab-over-engine and besides a be us 
5-kw generator, it normally carries a is no 
$3,500 stock of wiring materials. The (3 
power generator supplies current at unde 
110 and 220 volts single or three are k 
phase. They have four other smaller is no 
trucks. he de 
and | 
Speed Follows Planning hie’ te 
Speed is the result of efficient plan Th 
ning, adequate labor-saving machinery, in th 
and the definite pre-planning by the again, 
engineer which eliminates much waste tion | 
motion, rather than any speed up on the 1 
the part of employees, according to On 
Mr. Hardy. contr: 
“We still believe that haste makes 
waste,” Mr. Hardy said, “and we do 
not do a hurry-up job. We get it 
done right and get it done quicke 
by having the right men and the right Photo 
equipment with the proper material yo 
at the proper job at the proper time. S. C. 
Those elements save from 50 to 75 to ady 
per cent of the time consumed on _ 
some jobs operated in the old conven bred 
tional way.” the 
ELECTRICAL SOUTH for JUNE, 1947 ELEC 




















































































































Combatting 


By 


A GENERAL CONTRACTOR who _ is 
given a free hand in selecting sub-con- 
tractors and who indulges in the pac 
tice of price-shopping is not giving a 
fair deal either to the builder, to the 
architect, or to the sub-contractors. 

[hat’s the opinion of W. S. And 
erson, Charleston, South Carolina, 
electrical contractor at 246 Meeting 
Street, who has been in business in 
Charleston since 1929. During 1946 
there were more than 80 electrical 
contractors in the city of Charleston. 
\lr. Anderson reports, as compared 
with around 20 prior to the war. ‘The 
figure has fallen to around 50 now, 
partially due to the shortage of ma- 
terials and the competitive situation. 

The detriment of price-shopping 
may be listed in several different ways, 
according to Mr. Anderson: 

(1) The job may be delayed sev- 
cral weeks, and sometimes even long- 
er because of the time-lag in giving 
out the sub-contracts, for the elec- 
trical contractor must wait to place 
orders for material. 

(2) In cases where the awarding of 
electrical contracts is delayed until a 
few days before pouring slabs, an in- 
ferior grade of material may have to 
be used in construction, because there 
is no other available. 

(3) The electrical contractor who 
undercuts other bids after all priccs 
are known is often the contractor who 
is not able to finish the job because 
he doesn’t have the materials on hand, 
and because he was over-optimistic in 
his low bid. 

The last practice is likely to land 
in the lap of the general contractor 
again, thus giving him reason to ques- 
tion the advisability of shopping for 
the lowest bid. 

One solution would be for the sub- 
contractors to be separate—out of 


Photographed at the right is the ap- 
plianee and fixture display of the W. 
5. Anderson Electrie Co., Charleston, 
S.C. In order to show each fixture 
to advantage, Anderson has matched 
them with the varying color of the 
walls, Although Anderson handles 
appliances, his main business is in 
the electrical contracting field. 
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Price-Shopping 


tractor. Another and simpler method 
is for the architect on the job to write 
into the specifications the require- 
ments that all of the sub-contrac- 
tors must be named on the day that 
the bids are opened. This is required 
by some architects. 

“The fact that people have con- 
fidence in my work and in my ability 
and willingness to complete a job even 
though I may be losing money, is 
my best method of over-coming such 
practices,” says Mr. Anderson. Never- 
theless, he believes that co-ordinated 
action among the clectrical contrac- 
tors in representing the situation to 
the architects would benefit all con- 
tractors equally. He points out that 
on most of the jobs he has completed 
recently, he has not been low bidder, 
but that he was awarded the job, be- 
cause the general contractors had faith 
in the fairness of his prices and the 
quality of his work. 

Mr. Anderson has been doing busi- 
ness in Charleston in his present lo- 
cation for the past ten years. The 
building he occupies is a three story 
one, with a 20 foot frontage, and 
running back 140 feet on the two 
lower stories and 100 feet on the 


the jurisdiction of the general con- 























General Contractors 






third floor. ‘The display room for 
appliances and fixtures extends back 
60 feet on the first floor, with the 
walls painted in different hues to dis- 
play different types and color of fix- 
tures. 

The mezzanine is used for office 
space and the remainder of the build- 
ing is devoted to storage space and 
the repair facilities. The company 
also has a storage warehouse in town 
for wire and conduit, measuring 40 x 
40 feet. Seven trucks, most of them 
panel-type, are used in town. 


Building Rural Lines 


The Anderson company is now em- 
ployed in constructing some 80 miles 
of rural lines out of Walterboro, 
about forty miles from Charleston. 
Some 15 men are working there under 
the supervision of Fuller Yates, a grad- 
uate electrical engineer. Seven heavy 
trucks including line construction 
equipment are maintained on this job. 
Main problems in the construction of 
lines has been in obtaining materials, 
and the high cost of the right-of-way. 
Mr. Anderson’s brother, Robert, has 
been serving as assistant manager on 


main construction jobs. 
(Continued on page 92) 











Service Impresses Customers 
More Often Than Low Price 


Country Epiror Ed Howe, of 
Kansas, said a long time ago that what 
people say behind your back is your 
standing in the community. This is 
just as true for a store as a person says 
C. B. Thompson, sales manager and 
co-owner of Modern Home Equip- 
ment Company, Pensacola, Florida. 

“Everything counts in dealing witii 
the public,” says Mr. ‘Thompson, 
“and that is one reason why we pro- 
vide so many helpful services. A cus- 
tomer will often remember where he 
found a free telephone, plenty of ice 
water, a place to rest, much longer 
than where he was able to get a $1 
article for 95 cents.” 

J. J. Costa and C. B. Thompson, 
owners of the Modern Home Equip 
ment Company, bought a_ building 
that had formerly been a bus staticn 
in the heart of downtown Pensacola. 
They had been hunting a location 
where they could furnish many small 
helpful services to a lot of people. 


Helpful Services Provided 


This important corner is an impor- 
tant bus stop. Nearby is a hospital, 
a medical clinic, and a beauty parlor. 
It is across the street from the main 
post office. 

They provide free ice water; clean 
and modern rest rooms for men and 
women. The ladies rest room is equip- 
ed with lounge, comfortable chairs, 
hot water. 

All employees are instructed to lock 
up telephone numbers, call taxicabs, 
and to perform any other helpful serv- 
ice for anyone waiting in the store. 

A connected electric water heater 
of the kind sold by the firm furnishes 
hot water to both rest rooms and hot 
and cold showers are available to em- 
ployees. The heater is connected in 
the rear in a semi-displayed position 
and hot water heaters are sold by pro- 
ducing the hot water and showing 
them the heater. 

Five telephones in an intercom- 
municating system and two outside 
lines make it unnecessary for an em- 
ployee to walk over a few feet to ans- 
wer the telephone. 

An ice box is kept filled with cold 
drinks of all popular brands in the 
rear stockroom for the use of em- 
ployees. Drinks are free to employees, 
Mr. Thompson said. 

“We had much rather our sales- 
men would come back here and get 
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a cold drink whenever he wants it 
than to go across the street.” 
Attendance at store sales meetings 
is perfect. Date for the meeting to 
take place in the evening is set well 
in advance of the time so it will come 
as no surprise to any employee. ‘The 


C. B. Thompson, sales manager, 
Modern Home Equipment Co., 
Pensacola, Fla., listens to a new 
salesman give a sample sales talk 
on an electric range. (Below) The 
many small appliances are attrac- 
tively arranged on island displays 
throughout the store. A _ special 
sales plan and bonus keeps sales- 
men alert. 


store furnishes a full meal to all at- 
tending, the meal being sent over to 
the store from a large hotel and com. 
plete from soup to nuts. When the 
meeting is over the store sends the 
salesmen home in taxicabs and pays 
the fare. 

Salesmen are paid a salary and 4 
commission. Each salesman has a 
quota and receives a commission on 
all sales over the quota. 


Bonus Keeps Salesmen Alert 


To stimulate handling the floor 
traffic, a bonus of $2 to $5 is paid tor 
handling the largest number of cus- 
tomers as evidenced by the number of 
ringups on the cash register. Each 
salesman has his own drawer. 

The management picks a day as a 
surprise now and then and sets a cer- 
tain quota of sales. When this quota 
is reached each salesman receives ten 
per cent commission on all sales above 
that. One salesman made $13.8) 
above his regular salary on one Sat- 
urday. 

Mr. Thompson said all employees 
like this surprise bonus arrangement, 
and it keeps them on their toes at 
all times just as the cash register 
bonus keeps them watching for the 
needs of customers. No customer 
can ever complain of inattention in 
the store of the Modern Home Equip- 
ment Company. 

Salesmen are hand-picked. M1. 
Thompson said there was almost no 
place for inexperienced men_ unless 
they had other exceptional qualifica- 
tions that offset their lack of exp. 
erience in appliance and home equip 
ment lines. They prefer to find the 
type of man they want and make an 
offer that will attract him to the or- 
ganization. 

(Continued on page 90) 
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Contractor - Worker Cooperation 


Pledged at Joint Meeting 


WITH REPEATED declarations of co 
operative intentions from both man- 
agement and labor, contractors and 
electrical workers were drawn closer 
together for solution of common 
problems at the annual convention of 
the Fifth Division, National Electrical 
Contractors’ Association, at Houston, 
Texas, held jointly with the IBEW. 

Division NECA officers said that 
with 566 actual registrations this was 
the most heavily attended meeting 
and the most productive, for the pro- 
gram included addresses by the pres- 
ident of NECA, the president of 
IBEW, and a spokesman for NEMA, 
in addition to other speakers from the 
cight-state area comprising the fifth 
division—-states of Arkansas, Colo- 
rado, Kansas, Oklahoma, Texas, Loui- 
siana, New Mexico and Wyoming. 
Perhaps the most significant re- 
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Although only a regional meeting, the joint convention of 
the Fifth Divisions of the National Electrical Contractors’ 
Association’ and the International Brotherhood of Elec- 
trical Workers attracted 566 registered delegates. Lasting 


marks of the three days were 
those of Dan Tracy, president of 
IBEW, whose address was the con- 
cluding feature of the program, for 
he spoke frankly and vigorously of 
trouble within his own ranks of 400,- 
000 men: the Communistic threat. 

Mr. Tracy accepted the courtesy of 
an introduction to the convention 
when he arrived during the first bus- 
iness session, and said he had now 
“seen about everything, for here we 
are, side by side in one meeting, and 
it used to be that we wouldn’t even 
walk on the same side of the street 
together.” 

In his second appearance in the 
final session, he recalled his early 
days as a journeyman in Houston, a- 
bout 1910, and remembered that he 
pulled cable “on this very job’”—-The 
Rice Hotel. 





“This is the realization of a dream 
of 20 years ago,” said Tracy, “for I 
couldn’t envision a conference be- 
tween contractors and electrical work- 
ers in the same room discussing their 
problems. 

“Our industry is one of the most 
progressive of them all, but we can’t 
keep it that way alone and neither can 
the contractors. On January 1, I de- 
clared openly the policies of IBEW 
and ever since then we have been 
working with the contractors. 

“The national Council of Industrial 
Relations has been re-established and 
this is the only industry that has such 
a council. We worked together on 
an apprentice training program and 
worked together on this pension plan. 
The only way we can keep this indus- 
try progressive is by joining together 
and working together.” 
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three days, the meeting included addresses by representa- 
tives of the national organizations as well as local groups. 
(Electrical South’s southwestern editor, Baron Creager, at 
lower left, is busily engaged taking notes.) 
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tracted in the localities where 
work is to be done. 
Just ahead of Tracy on the pro 


gram, Robert W. McChesney, presi 








dent of NECA, had declared that th: ( 
most serious difficulty facing — th 
country today is high prices, with ] 
some prices so high as to threaten th \ 
capitalistic system. t 
“Our industry is being stymied by, b 
building costs,” he charged,” and th« 5 
Government should realize its respon P 
sibilities in price reduction, which p 
means reducing taxes. One of the 
greatest difficultics in reducing prices w 
is the high tax structure, as you have m 
to show 50 per cent more profit to pl 
meet existing taxes. su 
“But the responsibility is yours and th 
mine and it is a job for real business th 
leadership. Furthermore, the govern th 
ment help promised seems to have in 
shifted from the conference stage to as 
the political stump. in 
Talking it over between sessions, these three speakers who addressed the “But we are trustees of the free en- col 
Houston meeting of contractors are, left to right: D. B. Clayton, Birming- terprise system, and we must answer wi 
ham, vice-president, Third Division, NECA; George Seaman, Fort Worth, to the public. We must get in step ae 
field representative, Fifth Division, NECA; and L. T. Allen, Tulsa, vice- ‘ 2 
president Fifth Division, NECA. and keep up the pressure for firm 
prices and definite delivery.” cot 
M. J. McDonald, vice-president of tio! 
Thomas & Betts Company and ap par 
He warned union members to “‘per- from within the AFL and from the pearing as a representative of NEMA, to : 
mit no act of yours to interfere” with CIO.” He added his opinion that told the convention there always havc I 
the pension plan and advised contrac- one of the joint efforts of contractors been and always will be problems, but Ger 
tors, “if you accept, you will have and electrical workers should be to see that the one big, constant problem is tior 
no regrets.” He then drew a dark that the huge, projected expansion how to increase the use of electricity. he 
picture of national anti-labor legisla- program of utilities should be sub-con- The title of his address was “‘Inter- for 
pref 


tion. 

“T defy you to make any sense out 
of that bill Congress passed. It is 
a bill to stymie labor and, to my 
mind, will set labor back 20 years. 
I don’t think employers realize what 
it means to them, for by it, they will 
suffer as well as the workers. It will 
bring confusion and chaos. It may 
retard us and in some places it may 
put us out of business. It’s going to 
destroy what the contractors and clec- 
trical workers have donc nationally to- 
gether. 

“Now, we have some misguided 
and misinformed labor leaders in this 
country who have caused us trouble 
and to whom many pcople are willing 
to listen. I never was scared of the 
threat of Communism, but now [ re- 
cognize it, and the United States re- 
cognizes it, and worker and employcr 
must rouse themselves to the neces- 
sity of eliminating from our shores 
those who would destroy our liberty 
and freedom. We didn’t invite them 
over here and I say they should go 











Others who addressed the joint meeting of NECA and IBEW, left to right. 
are M. J. McDonald, of Thomas and Betts Company, who represented elec- 
trical manufacturers at the meeting; Dan Tracy, international president of 
IBEW; H. L. Scott, of H. L. Scott Co., Corpus Christi, who presided over the 
third session; and Robert W. McChesney, president of NECA. 





back or we should deport them.” 

He commented that “in the early 
days we didn’t have jurisdiction prob- 
lems, but now we have competition 
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dependence in Industry,” and he in- 
sisted that “no matter what your job, 
you have a stake in the increased use 
of electricity, for every branch rep- 
resented here is dependent on every 
other branch. 

“We are just beginning to realize,” 
he continued, ‘what a whale of a job 
we have to hold our market and meet 
the sales competition from automo- 
biles, other investments and aggres- 
sive gas people, and we must woo Joe 
Public with the highest type of com- 
petitive salesmanship. 

“Our biggest enemy is lethargy 
within our own industry toward pro- 
moting electrical living. If our sales 
promotion and advertising to the con- 
suming public is doing the whole job, 
then we’re doing fine, but that’s not 
the whole job. Properly informed, 
thousands upon thousands employed 
in this industry can become a factor, 
as they circulate in their communities, 
in influencing the public. They 
could be made into a great sales force, 
with the sole objective of selling the 
increased use of electricity.” 

He explained in detail how this 
could be done by individual institu- 
tions and related how his own com- 
pany had organized its personnel in- 
to such a sales force. 

In the first session, delegates heard 
George Seaman announce his resigna- 
tion as field supervisor for NECA, but 
he will remain as field representative 
for the Fifth division because of a 
preference for life in the Southwest. 


They did the work! 


Handling arrangements for the joint convention, which 


had a registration of 566, were, left to right, W. H. Kirk, president, Charles 
Scholibo, manager. and W. S. Richard, assistant manager, all of Houston 


Seaman reported that of the 61 
NECA chapters, 13, or 21 per cent, 
are in the Fifth Division, which con- 
tains 481, or 22 per cent of the total 
national membership of 2,172 as of 
March 31. 

He warned contractors that a buy- 
er’s market can appear overnight and 
that they must prepare to sell. Cau- 


In addition to Dan Tracy, IBEW president, two other IBEW executives ad- 


dressed the group. 


Shown at the speakers’ table, left to right, they are G. X. 


Barker, vice-president, Fifth Division, and W. L. Ingram, vice-president, 
Seventh Division. 
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Chapter. 


tioning that many newcomers, wise 
and aggressive in the ways of selling, 
have entered the field, he added: 

“Most of these newcomers are ad- 
vertising extensively, telling the peo- 
ple that they are electrical contractors 
and that they sell electrical equip- 
ment. Now you can’t laugh this off! 
Think of your own home town for 
just a moment and you will see what 
I mean. In my home town, Fort 
Worth, today, and I am sure this is 
true in your home town, there are 
dozens of newcomers in the electrical 
field and they are letting the public 
know by all manner of advertising 
that they want the business. The 
success of these new merchandisers of 
electrical equipment and supplies will 
encourage them to try to take more 
of your business away from you. Soon 
they will expand their business to in- 
clude electrical contracting. 

“At present most of them want to 
sell the product and have you do the 
installation work. They are now plan- 
ning to forge ahead—at your expense. 
Only this past week I was asking an 
electrical contractor in Tyler, Texas, 
if he was selling many attic fans. I 
happen to know that attic fan sales 
are good in that area. He said ‘no,’ 
but told me that he was doing the 
electrical work for three concerns who 
were selling attic fans and as long as 
he could get their business he saw 
no reason to go into competition with 

(Continued on page 87) 
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THE INDUSTRY-WIDE challenge to 
more effective selling and _ greater 
service inherent in its dramatically 
presented theme of “The Coming 
Electrical Age” was stressed through- 
out the 38th Annual Convention of 
the National Electrical Wholesalers 
Association held recently at Atlantic 
City, with a record registration of 
1700. 

E. B. Ingraham, president, Times 
Appliance Co., Inc., New York, was 
elected president of NEWA, succeed- 
ing John L. Busey, president, General 
Electric Supply Corp., Bridgeport, 
Conn. George F. Kindley, vice-pres- 
ident, Edgar Morris Sales Co., Wash- 
ington, D. C., was elected chairman 
of the Association’s Appliance Divi- 
sion, succeeding Mr. Ingraham. Mr. 
Kindley and D. M. Salsbury, executive 
vice-president, Westinghouse Electric 
Supply Co., New York, who was re- 
elected as chairman of the Appara- 
tus and Supply Division, also become 
vice-presidents of NEWA. 

President-elect Ingraham praised 
the able leadership of Mr. Busey. He 
said that NEWA, which has been 
a great force in mass distribution in 
the past, will be an even greater fac- 
tor in the future, thus helping to 
make possible mass production of 
electrical products. “The Associa- 
tion,” Mr. Ingraham declared, “‘is 
actively engaged in stimulating action 
on the part of all its members to accel- 
erate the trend toward lower prices 
for electrical products through mass 
distribution methods.” 


Emphasis on Selling 


In his opening address, Mr. Busey 
warned that electrical wholesalers 
must learn once again how to sell. He 
viewed the present economic situation 
as highly confused and placed special 
emphasis on the need for a logical re- 
duction of inventories and careful 
control to keep them safely in line 
with requirements. 

Charles G. Pyle, managing direc- 
tor, in his report at the opening ses- 
sion, said, “This is I Day . . . Inven- 
tory Day. It is a day for taking stock 
—not of products—but of ourselves, 
our Association work and our indus- 
try.” “I Day,” he said, “is for you 
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More Selling -- Greater Service 
Urged Upon Wholesalers 





E. B. Ingraham, president of the 


Times Appliance Co., Inc., New 
York City, was elected president 
of NEWA, succeeding John L. Bu- 
sey, president of General Electric 
Supply Company, Bridgeport. 


and me because that is the kind of 
inventory I am talking about, an in- 
ventory of people.- We, the people 
in this great electrical industry, are 
going to write the ticket.” 

He concluded, “Today, in more 
ways than one, our industry, as part of 
the nation’s economy, stands at a 
cross-roads. As our economy goes, so 
will we. There can be no profit now 
in name calling or crying over spilt 
milk. The challenging fact is that 
most goods and services have been 
pushed, booted and inflated out of 
reach of the one single objective all 
of us must reach—the buyer’s pocket- 
book. Fortunately, some producers 
have begun to lower prices and the 
facts of our economic life, of our in- 
terdependence, are beginning to be 
publicized in speeches and paid adver- 
tisements. 

“I sincerely hope that our electrical 
industry will be out in front in this 
fight on inflation. It is nothing we 
have not done before. To provide 
more products and better products at 
less cost has been the electrical in- 
dustry’s proud achievement over the 
years, and we can do it again. It is 
in the electrical tradition.” 






The importance of people as “ulti- 
mate markets” for all electrical prod- 
ucts was forcefully described by 
George E. Whitwell, vice-president, 
Philadelphia Electric Co., in his ad- 
dress on “Your Opportunity in the 
Coming Electrical Age” which open- 
ed the sessions sponsored by the Ap- 
pliance Division. He quoted statistics 
evidencing the fact that the over- 
whelming majority of America’s 142 
million people have had no previous 


‘ 





D. M. Salsbury, executive vice- 
president of Westinghouse Electric 
Supply Co., New York City, was 
elected vice-president of NEWA 
and named chairman of its Appar- 
atus and Supply Division. 


adult experience with a free market 
for appliances, or with a peace-time 
economy, or the 1929 crisis. “The 
great majority of our customers and 
our employees do not understand the 
facts of life economically,” he said. 
“They simply do not know. what 
made this country great or, in other 
words, how we got this way. Some- 
thing must be done to correct that.” 
Characterizing electrical appliance 
advertising as still being in the “nut 
and bolt stage,” Mr. Whitwell said 
that there is glamour in our business 
but we usually miss the boat . 
“We point to the glistening porcelain 
when we could much more pointedly 
refer to the housewife’s glistening 
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complexion—a result in some measure 
at least of the benefits of greater con- 
venience and more leisure obtained 
through the use of work-saving house- 
hold electrical appliances.” 

Mr. Whitwell, speaking of infla- 
tion and the present unbalance in 
price, urged that price reduction start 
with greater productivity per man- 
hour. That, plus competition, he pre- 
dicted, could give us a solution to our 
national economic problem, . . . “un- 
less we monkey too much with the 
machinery.” He foresaw the possibil- 
ity of a slight recession the latter part 
f this year and part of next, followed 
by four or five years of good business, 
adding that “we must subordinate our 
greed and selfishness.” 

He concluded with the statement 
that he was impressed by the word 
indoctrinate. “All branches of our 
industry need each other,” he said, 
‘and you, the electrical wholesalers, 
need the understanding of the rest 


r us. 
Personnel Selection Featured 


Scientific personnel selection and 
basic sales training were featured on 
this program—the first subject offer- 
ed in the form of a slide film and talk 
by Morris I. Pickus, president, The 
Personnel Institute, Inc., under the 
title, “Personnel Selection—By Acci- 
dent or Design?” 

A Playlet, “Tool Up for Sales 
Iraining,”” was presented by C. A. 
| Stevens, E. ‘T’. Brewer, R. O. Doerr, 
FP, C. Pesveyc, and W. B. Statham 
f Public Service Gas and Electric 
Co., Newark, N. J. 


George F. Kindley, vice-president 

of Edgar Morris Sales Co., Wash- 

ington, D. C., was elected vice- 

president of NEWA and named 

chairman of the association’s Ap- 
pliance Division. 
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lantie City, May 4-8: 


purchasers.” 





Informative Labels Recommended 


The National Electrical Wholesalers Association has 
announced that the following Resolution, proposed by 
the Major Appliances and Small Appliances Commit- 
tees, was unanimously approved at a meeting of the 
Appliance Division held during the 38th Annual Con- 
vention of the Association at the Hotel Traymore, At- 


“In the interest of increasing retail sales of appli- 
ances and protecting the consumer purchaser, it is 
recommended that manufacturers affix 
tags to each appliance shipped by them in order that 
factual information be readily available to prospective 


information 











In his introduction of the motion 
picture, ‘Singing Wires,” sponsored 
by Farm Journal, Frank Watts, ex- 
ecutive assistant of that publication, 
declared that the farm market is the 
greatest single new market our indus- 
try ever had—one equalling $500,- 
000,000 in annual sales. “Electricity 
is the greatest force in farm life,” he 
said. “The prosperity of the farmer 
is essential to the prosperity of the 
United States. Greater use of electri- 
city will enable the farmer to increase 
his efficiency and offset, at least in 
large measure, the losses resulting 
from lower prices and a decline in the 
market demand for farm products.” 

The presentations on personnel se- 
lection and basic sales training were 
sponsored by the Sales Promotion and 
Sales Training Committee of NEWA 
of which Mr. Kindley is chairman. 
Mr. Watts was introduced by John 
T. Urban, chairman of the Rural 
Markets Committee. 

During the meetings sponsored by 
the Apparatus and Supply Division, 
R. Stafford Edwards, president of 
NEMA, who spoke on the “Go All- 
Electric” theme, placed great empha- 
sis on the necessity for all segments 
of the electrical industry viewing their 
problems as “total industry problems 
rather than as the individual prob- 
lems of the utility, manufacturer 
wholesaler or contractor.” 

Mr. Edwards stressed the import- 
ance of the industry’s interdepend- 
ence idea, adding that if the past in- 
dicates need for some method of co- 
operative thinking in our total in- 
dustry, the future certainly empha- 
sizes that need. 

“The adequate wiring program a- 
lone,” he said, “speaks in terms of 


4,000,000 new homes that must come 
within five years, and another 2,300,- 
000 homes where the occupants want 
electrical modernization. We are talk- 
ing of 235,000,000 simple items such 
as boxes, receptacles, switches, fuses 
and circuit breakers. We are talking 
of 800,000 more costly items in serv- 
ice equipment, and wire for 20,000,- 
000 branch circuits. We are talking 
of 10,210,000 units such as refrigera- 
tors, dishwashers, ranges, water heat- 
ers, controls and other appliances. We 
are talking of $48,000,000 worth of 
electrical equipment necessary for 
generation, transmission, distribution 
and sub-stations.” 


Lighting Market Dramatized 


“Lighting America at Home and at 
Work” was the subject of a dramatiz- 
ed presentation arranged by the Gen- 
eral Electric Company Lamp Dept., 
Nela Park, and introduced by W. H. 
Robinson, Jr., advertising department 
manager, assisted by H. H. Green. 
Through the use of colored slides and 
a number of large placards the recent- 
ly announced Planned Lighting Pro- 
gram, sponsored by Edison Electric 
Institute, was interpreted in terms of 
business development possibilities for 
the electrical retailer, wholesaler and 
contractor. 

Mr. Robinson urged electrical 
wholesalers to establish a “focal point 
for bringing together in the whole. 
saler’s place of business the customer 
and all phases of the industry interest- 
ed in Planned Lighting process.” He 
said that they should build and main- 
tain a Planned Lighting Merchandiser 
—“a room where the customer is 
shown the light!” Each part of the 

(Continued on page 86) 
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Price readjustment is a healthy 
development. This process, which 
started in earnest in April, is gather- 
ing momentum. Economists, who are 
not influenced by political considera- 
tions, disagree with the former admin- 
istrators of the Office of Price Admin- 
istration who see a depression around 
the corner. 

As seen by Dr. W. S. Waytinsky, 
economist with the Social Security 
Board, the country is beginning to 
liquidate its postwar boom. If there 
is a depression in the near future, it 
will be a “depression de luxe—Amer- 
ican model”. He points out that we 
had a war economy de luxe—Amer- 
ican model, as well as a reconversion 
period, also de luxe, without unem- 
ployment — another characteristically 
American development. 

The years 1946 and 1947 promise 
to go down in history as periods of 
remarkable production. Total output, 
in physical volume, is expected to ex- 
ceed by twenty-five per cent the best 
record of peace-time history. On a 
basis of dollar value the increase may 
be as much as seventy-five per cent. 
The March 1947 dollar, however, 
buys forty-five per cent less than the 
1941 dollar. 


Effect of Production 


The present enormous flow of 
goods is making its influence felt and 
many prices gradually are receding. 
They are going down in the face of an 
avalanche of production and not be- 
cause of a Sermon on the Mount. 
The level of prices cannot be regard- 
ed as a moral issue. It is an economic 
issue. Supply and demand have taken 
over. Supply already is exceeding de- 
mand in some lines. This means that 
production of certain goods will have 
to slow down. Men will be laid off, 
but they will be absorbed by other 
activities where demand still exceeds 
supply. 

Some lines will have to liquidate a 
very substantial amount of inflation. 
In that category agriculture is the 
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yjapitel Comment 


By Paul Wooton 


Business Press News Bureau 


Washington news with a business 
slant from the viewpoint of the 
business and trade press. 


leading example. In the liquidation 
process certain interests will suffer 
heavy losses. Other activities will 
handle their affairs so that profits will 
continue. Those who will suffer most 
are those who resist readjustment. 
The individual farmer is helpless. 
Most of the leaders in the farm or- 
ganizations are as bad as labor lead- 
ers in constantly demanding more. 
They are generals who do not know 
how to retreat. Congress, however, 
has been the chief contributor to in- 
flation of farm products. The execu- 
tive branch of government must 
share in the responsibility, although 
the Secretary of Agriculture indivi- 
dually has sounded many a warning. 
Before readjustment is over the farm- 
er probably will take a worse beating 
than anyone else. 

Judging from past performance, 
however, the readjustment should be 
accomplished without calamitous 
developments. The war economy was 
handled much more skillfully than in 
World War I. Industrial reconver- 
sion was conducted in a praiseworthy 
way. Lack of leadership and the ab- 








Cuvee ¥e 


“Boss, we’re saved—I just signed 
up a radio quiz program for our 
entire output!” 
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scence of co-operation have made the 
liquidation period difficult. The eco- 
nomy still is not out of the woods, 





but with enormous requirements yet 
to be filled, it is hard to see how a 
deep depression could develop. At 
least that is the feeling among those 
whose judgment impresses this writer. 

No one expects the purchasing 
power of the dollar to return to the 
1941 level. Prices gradually will sta- 
bilize and American business and in- 
dustry can look forward to the next 
period which will be that of postwar 
expansion. When that time comes, 
there is every reason to believe it will 
establish the American system as a 
pattern which most of the world will 
follow. Such a beneficial develop- 
ment is seen as inevitable, unless there 
should be an interruption in the 
peace. 


Capable Men Needed 

To get the Truman doctrine off on 
the right foot, it is imperative that all | 
Americans sent to Greece should be Te 
highly capable and scrupulously hon- er 
est. They should be men who will pla 
work for the improvement of living ter 
conditions in that country as well as | 
to rid it of the Soviet fifth column. ifte 
Benefits of our intervention are more [war 
likely to be economic rather than § the 
military. sof 

Since Russia is in no position to op- siste 
pose openly what the United States orat 
is doing, the Greeks already are re RP A 
gaining control throughout _ their was 
northern provinces. This means that seul 
the immediate struggle will not be wha 
with Russians or Communists, but road 
with those elements in Greece intent We 
upon exploiting their own people. story 
Great care will have to be exercised to It 


avoid policies that will support feud- then 
alitv in Greece. ham 

If the American delegations that Ode: 
will operate in Greece handle their In 
affairs expertly and effectively, it not pear: 


only will demonstrate the efficiency 
of which democracies are capable, but 
it will set a pattern for the improve- 
ment of the administrative practices 
of the Greek government itself. 

It is of great importance to Amer- 
ican business that the Greek situation 
be handled effectively. It would in- 
crease the chances of maintaining 
peace in the world. 
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Political Aspects 5 

One of the most amazing features Fj 
of the postwar situation is the way in § 
which employment has been sustain FF 
ed. Millions of men from the fight- 
ing forces were added to the country’s f 
(Continued on page 84) 





















Texans See Newest in Appliances 


BIGGER AND BETTER than ever, the 
l'exas Electric Show of 1947—in eith- 
t complete or abbreviated form—dis- 
plaved its wares to more than a quar- 
ter of a million West Texans. 

his electric show, revived in 1946 
ifter being discontinued during the 
var years, 1s sponsored annually by 
the Texas Electric Service Company, 


Fort Worth, Texas, with the as- 
istance of Ebasco Services, Incorp- 
rated. 

As in 1946 the onginal showing 
was held in the Will Rogers Colli- 


scum, at Fort Worth. Then, some- 
vhat condensed, this event became a 
toad show, taking to the people of 
We:t Texas and TESCO territory the 
story of modern electrical living. 

[t moved first to Wichita Falls and 
then filled dates in Breckenridge, Gra- 
Midland, 


1 


ham, Sweetwater, Lahesa, 
Odessa, and Big Spring. 

In addition there were special ap- 
pearances of the General Electric 


House of Magic in Ranger, Eastland, 
Snyder and Colorado City, and the 
House of Magic, although not a part 
of the Fort Worth show this year, was 
a companion to the electrical living 
displays in Breckenridge, Graham, 
Sweetwater, and Lamesa. 

Perhaps the outstanding feature of 
this year’s event was an actual demon- 
stration of television at both Fort 
Worth and Wichita Falls. In Fort 
Worth, television technicians inter- 
viewed show visitors at the entrance 
to the Coliseum for the benefit of 
capacity audiences in the auditorium 
within. 

Exhibits of half a hundred manu- 
facturers and distributors—the latest 
ind best in modern electric appliances 


Dominating the Electrical Show in 

spaces flanking the main entrance 

were two general exhibits on Ade- 

quate Wiring and Better Light, 
Better Sight. 


—completely filled nearly 32,000 
square feet of floor space in the arena 
of the Will Rogers Coliseum, where 
the ceilings were hung with orange 
and white, with a dark velvet wall 
background. A year ago the agricul- 
tural exhibits occupied space adjoin- 
ing the arena, but this year exhibits 
crowded the dairy motion picture fea- 
ture into that space and it was neces 
sary to house agricultural displays in 
a large tent outside. 

If this year’s Texas Electric Show 
was less spectacular, it was definitely 
more constructive. 

Occupying large and 
choice spaces flanking the main en- 
trance were two booths devoted to 
public education. One was on ade- 
quate wiring, sponsored by TESCO, 
with displays designed to show the 
advantage of proper wiring and with 
appropriate literature available. The 
other was a Better Light, Better Sight 

(Continued on page 86) 
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602—PressureQuick Saucepan 


Manufactured by General Mills, Inc., 
400 Second Avenue, Minneapolis 1 
Minn. 


Tue PressurEQuICK saucepan fea 
tures a self-sealing safety cover which 
assures the user greater ease and safety 
because of its automatic venting and 
sealing action. ‘The Cookminder, a 
visible dial-type vent gauge, shows ac- 
tual pressure reading at all times and 
also acts as a pressure release. A slide 
release eliminates the use of conven- 
tional water-cooling for most recipes. 


The saucepan is equipped with safety 
lock handles. 
Of four-quart capacity, the sauce- 
pan is constructed of cast aluminum. 
oe * * 


603—Neon-Glow Voltmeter 


Manufactured by Industrial Devices, 
Inc., Edgewater, N. J. 


VIRTUALLY BURNOUT-PROOF, the 
Mini-Volt is a simple meter of practi- 
cal accuracy for use by repair and 
maintenance men, electricians, radio 
servicemen, etc. The midget neon- 
glow meter indicates a-c or d-c volt- 
age and is capable of withstanding 
much mechanical and electrical abuse. 

Housed in neat bakelite case and 
provided with 12-inch flexible test 
leads with prods, the unit is rugged 
enough to be thrown into the tool 
box or carried in the pocket without 
danger of damage. Calibrated for use 
on a-c from 65 to 660 volts, with an 
impedance of approximately ¥2 meg- 
ohm, it is operated merely by turning 
the knob until the neon glow extingu- 
ishes, where upon the voltage is read 
d'rectly off the scale. For d-c, which 








Electrical South 
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Atlanta 3, Ga. 
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Please send me additional information on the following 
New Electrical Products described in this issue: 


June, 1947 

















i 
ing is multiplied by 1.15. The neon 
indicator is guaranteed for 10,000 
hours of actual operation. 

* a x 


604—Panel Window Fan 


Manufactured by Johnson Fan & 
Blower Corporation, Chicago 7, |! 








StmPiF, efficient design and low 
cost characterize this new Healthaire 
adjustable panel window fan. The 
12-inch fan has a one-piece venturi 
outlet, a quiet well-balanced blade, 
and a totally enclosed motor. The 
streamlined assembly is finished in 
attractive beige or white color. 

The Healthaire handles 1300 cubic 
feet of air per minute. It is equipped 
with a convenient eight-foot cord and 
plug with control switch. All neces- 
sary mounting hardware is included 
with the fan together with complete 
instructions for easy installation in 
any standard window from 25 inches 
to 35 inches in width. Larger exten- 
sion panels can be supplied on special 


order. 
* * * 


605—Electric Churn 


Manufactured by Tennessee Valley 
Marketers, Inc., 117 Ninth Avenue, 
N., Nashville, Tenn. 


LicHTWEIcHT and streamlined, this 
electric churn has a one-piece cast 
aluminum top-housing and all alum- 
inum shaft and agitator. The newly 
designed agitator features quicker 
churning and better “gathering.” 
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is indicated when only one electrode 
of the neon indicator glows, the read- 


witch 
design 
and ef 
of th 
which 


ELEC 


The 3-gallon Duraglas jar has a 
mouth width of 4% inches. The 
over-all height of the churn is 24 
inches. It is equipped with a heavy 
duty rubber cord and molded rubber 
plug for longer life. The sealed-in- 
aluminum motor operates on 110-120 
volt a-c. 

* He x 





606—Small Multi-Breaker 


Manufactured by Cutler - Hammer, 
Inc., 233 N. 12th Street, Milwaukee 
1, Wis. 


FUSELESS circuit breaker protection 
for smaller homes is provided by this 
small, four-pole miulti-breaker. It 
also. provides a branch circuit load 
center for many larger installations. 

[he MO-4 multi-breaker combines 
four breaker poles which can be used 
as four single-pole circuits. By insert- 
ing a simple tie rod, the breaker can 
be converted to one or two double- 
pole, 3-wire solid neutral circuits. The 
unit incorporates both thermal over- 
load protection and additional mag- 
netic protection as an added guard 
against heavy short circuits. It car- 
ries a 50-ampere maximum solid main 
rating, with individual single poles 
rated at 15, 20, or 30 amperes. 


* * x 





607—NTPS Panelboard 


Manufactured by Federal Electric 
Products Company, 50 Paris Street, 
Newark 5, N. J. 


AVAILABLE for quick delivery in 4 
to 12 circuits, flush or surface type, 
this improved panelboard incorporates 
a number of new features. Among 
them are: a steel tension spring in 
the switch assembly which exerts con- 
stant pressure on stationary contact 
parts to assure positive electrical con- 
tacts; the three current carrying parts 
ina circuit have been made 30 per 
cent heavier and more rugged; the 
panel’s four-plug-fuse and _ toggle- 
iwitch phenolic units have been re- 
designed for greater attractiveness 
and efficiency; and the shallow depth 
of the steel enclosure, 3% inches, 
which permits flush type panels to 
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be mounted in thin walls of sheet 
rock, wall board, masonite, and other 


materials. 
* * * 


612—Hot Dog Cooker 


Manufactured by Maxwell Electrical 
Products, 1660 N. Western Ave., 
Hollywood 27, Calif. 


THE DOGMASTER, a new home cook- 
er for hot dogs, is said to cook the 
franks “to a king’s taste” in a minute 
anda half. 

The unit, which is merely plugged 
into any standard outlet, will cook as 
many as ten hot dogs in one opera- 
tion. About six ounces of water are 
poured into each side of the Dog- 
master, and the weiners are laid cross- 
wise so both ends are in the water. 
The lid is then closed for the specified 
cooking time. 


He 
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608—Renewable Fuses 


Manufactured by Economy Fuse & 
Manufacturing Company, 2717 
Greenview Ave., Chicago 14, III. 


As A RESULT of precision machining 
for perfect fit and inter-changeability, 
these fuses can be easily and quickly 
disassembled to insert new links. 

The knife-blade type of this new 
“time delay” fuse is designed, preci- 
sion made, and assembled to maintain 
alignment of the blades under all 
conditions. The ferrule type is de- 
signed for easy accessibility. Both 
types are available in 250 and 600 
volts, and in 1 to 600 amperes. 

aa uk x 


611—Electric Water Heaters 


Manufactured by General Electric 
Company, 1285 Boston Avenue, 
Bridgeport 2, Conn. 


AVAILABLE in sizes ranging from 15 
to 82 gallon capacity and with galva- 
nized or monel tanks, the General 
Electric line of electric water heaters 
has been completely redesigned and 
restyled. 

The heating unit consists of one, 





two or three ribbons of Calrod that 
encircle the tank and are held tight 
against the surface by stainless steel 
channels. Thus the tank itself is 
used to conduct heat to the water. 
To reduce corrosion of galvanized 
tanks in soft-water areas, the heaters 
can be equipped with a special mag- 
nesium alloy tube which sets up the 
same kind of electrolytic action that 
occurs in an ordinary wet-cell battery. 

The heater is equipped with a 
three-inch blanket of glass wool insu- 
lation. A cold-water baffle across the 
inlet minimizes the mixing of the in- 
coming cold water with the hot water 
of the tank. A heat trap in the out- 
let prevents wasteful circulation of 
hot water through the house pipes 
when the faucets are not turned on. 

Except for the 30-gallon, rectangu- 
lar, table-top model that is designed 
to fit into a kitchen or laundry coun- 


ter, all heaters are round. 
* * * 


609—Slimline Fixtures 


Manufactured by Leader Electric 
Company, 6131 North Broadway, 
Chicago 40, Ill. 


Tue sertes of Leader fluorescent 
fixtures to use slimline tubes will be 
known as the New Horizon series. 

Many ingenious features have been 
incorporated in the new series, both 
commercial and industrial, which wid- 
en the scope of uses of slimline lamps. 
Advantages claimed for the units are 
lower surface brightness and reduced 
installation costs. The line will in- 
clude a slimline Trofferlite in addi- 
tion to the two types illustrated. 

x * * 


610—Industrial Circuit Breaker 


Manufactured by Square D Company, 
6060 Rivard Street, Detroit 11, Mich. 


KNown As THE ML3, this circuit 
breaker is a running mate to the type 
ML-2, 100 ampere frame breaker. 
The ML-3 is a compact 225 ampere 
type and features small size, its dimen- 
sions being 10-3/8 inches high by 6 
inches wide, approximately one-half 
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the size of the device formerly furn- 
ished. 

Another convenience feature is the 
use of a new type solderless connec- 
tor which facilitates the insertion of 
heavy cable by swinging open the 
hinged top of the lug. It is only ne- 
cessary to cut the cable to proper 
length, remove sufficient insulation 
from the end, and lay the cable into 
the lug, snap the hinged top into po- 
sition and tighten the set screw. 

Trip ratings are 125 to 225 am- 
peres. The breaker is available in 
sheet steel, dust-resisting enclosures 
with side operated handle for 3 and 
4 wire solid neutral applications in 
addition to 2 and 3 pole devices. 

* & &€ 


613—Phonograph Needle 


Manufactured by Webster-Chicago 
Corp., 5610 Bloomingdale Ave., Chi- 
cago 39, Il. 





“KNEE-ACTION” has been incorpo- 
rated in this new nylon phonograph 
needle. The needle has a sapphire 
jewel playing tip cushioned in a ny- 
lon knee, the purpose of which is to 
absorb and greatly reduce needle and 
surface noises. 

Advantages claimed are longer 
needle tife, greater protection to re- 
cords, greater effectiveness given to 
the superior playing qualitics of jewel 
tip, virtual elimination of breakage of 
playing tip by accidental dropping, 
and secure fit in the pick-up without 
danger of twisting of loosening. 


* 36 * 


614—Spacious Refrigerator 


Manufactured by The Coolerator 
Company, Duluth, Mich. 


CoMPACT AND STREAMLINED, but 
with storage capacity of 7-34 cubic 
feet, Coolerator model, DR-70 has 
been engineered to give more space 
inside and to take up less outside— 
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without reducing the thickness of the 
insulation. Ideal for small and medi- 
um kitchens, this unit is complete in 
every detail. It has a 25-pound, built- 
in frozen food locker with a separate 
shelf for three ice cube trays, two 
special tall-bottle shelves, a big fruit 
and vegetable crisper, a defrosting and 
chilling tray, and an interior light. 

The refrigerator is operated by the 
hermcetically-sealed Coolerator “‘Econ- 
o-mizer” freezing unit. ‘The dimen- 
sions are: 28 inches wide, 25 inches 
deep, and 56-34 inches high. 


616—Glowing Switch Handle 


Manufactured by Roberts-Glo Switch 
Division, 700 Jamaica Avenue, Brook- 
lyn 8, N. Y. 


Egouippep with a neon light built 
into the switch handle, this switch 
climinates dirty walls and _ hazards 
caused by groping in the dark to find 
the light switch. 

It is designed so that the handle 
light goes off when the overhead 
lights are on and comes back on when 
the overhead lights are turned off. 

Available in a variety of colors, the 
switch handle is casily removed and 
replaced. A patented safety feature 
guards against shock when the hand- 
le is changed. It is said that the 
handle light costs less than 2 cents 
per vear to operate. 


617—Wire-Hiway Base 


Manufactured by Charles EF. Barnes 


& Son, +320-22 Osage Avenue, Phil- 
adelphia 4, Pa. 





PROVIDING wiring facilities and an 
anchor for partitions, this wiring base 
has four screws in the rear member 
for erection of as much as 10 feet 
complete. There are no splicing 
plates or screws to mar the front. 
Made of beautiful, satin finish, rug- 
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ged, extruded aluminum which re- 
quires no maintenance, the base can 
be painted any desired color. The 
front panel is removable by lifting 1/2 
inch so that wiring is always accessibl« 
yet concealed. Outlets can be pro- 
vided wherever or whenever needed 
Foot operated switch eliminates ey- 
pense of installing wall switch. 


Ae ok * 
xe cs * 


619—Portable Electric Oven 


Manufactured by Proctor Electri 
Company, Philadelphia, Pa. 





4] 


THIS PORTABLE electric oven, 
Roast-or-Grille, Model No. 122, 
thermostatically controlled 
tures a boiler in the lid. 

Attractively designed in 
white enamel and chrominum 
gray acid-resisting inset pan’and three 
piece acid-resisting black enamel pan 
set, its capacity is 18 quarts liquid 
measure. It will roast meats and fow 
up to and including a 20-lb. turk 

Specifications of the new oven 
ire: oven 1320 watts, broiler 1500 
watts, balanced heating element 
around all sides and in bottom, glass 
wool insulation, 110-120 volts, a-c 


oven, a-c and d-c in broiler. 
* * 5A 
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618—Outlet and Switch 


Manufactured by The Hart Manutac 
turing Company, Hartférd, Conn. 


PRIMARILY DESIGNED for use on 4} 
pliances and equipment, both of thesc 
devices are spring mounted, thereb 
providing great ease of installation and 
replacement. 

The Diamond-H convenience out 
let is rated at 125 volts, 15 amperes 
or 250 volts, 10 amperes. The Dia- 
mond-H §S. P. S. T. switch is equip- 
ped with heavy silver contacts and has 
an operating pressure of 3-5 ounces. 
It is rated at 115 volts, 15 amperes, 
or 230 volts, 10 amperes, a-c only. 

Both devices are available in black, 
white, and brown plastic, and requir¢ 
a mounting space of % inch by !- 
3/16 inch and a depth of 1 inch. 
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Here’s the sales-engineered ad- 
vertising and merchandising pro- 
gram that helps sell fine Bar- 
Brook Fans. It keeps customers 


7 P ROF ITS, P RESTIGE coming in — keeps cash registers 
for the BAR-BROOK Dealer ‘"” 


NATIONAL 
MAGAZINE 
ADVERTISING 


SELLING AND 
INSTALLATION 
MANUALS 


ATTRACTIVE 
DEMONSTRATION 
DISPLAYS 


OUTDOOR 
INSTALLATION 


SIGNS 


_ INDOOR EASEL 
DISPLAYS 


COLORFUL 
ELECTRIC SIGNS 


PRACTICAL PAYMENT PLANS 
YY CUSTOMER BOOKLETS, FOLDERS, 
STUFFERS, NEWSPAPER MAT SERVICE 


Contact our nearest distributor or write us to 
learn how to get your share of the profits. 


Clean, 
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Individual Quotas for 
Appliance Salesmen 


A ‘system of individual quotas for 
each ‘salesman in their store has help- 
ed the City Furniture Co., Tusca- 
loosa, Alabama, build up a_ hard-hit- 
ting, contented sales force which now 
has one of the highest sales averages 
of any appliance dealer in the area. 

Each regular salesman is alloted a 
specific number of appliances, such 
as washing machines, refrigerators, 
toasters, stoves, etc. which he may 
sell to his individual customers. This 
quota is based on his monthly sales 
average together with consideration 
for the number of years he has been 
with the firm. Thus a man with an 
exceptionally high average of sales is 
apt to receive a larger appliance quota 
than one with few sales to his credit. 
Therefore every salesman expends 
added effort to boost his sales and re- 
ceive a larger number of appliances for 
his customers. 

The management takes no part in 
deciding which customer receives an 
appliance. This is left entirely up to 
the salesman. He usually keeps a 
list of his own and selects the person 
whose name heads this list. He is 
permitted to give any preference he 
desires and may “pass up” a name on 
his list to permit a veteran to secure 
a badly needed range or refrigerator. 

If, however, a salesman’s quota 
comes due and he has no one on his 
list desiring the appliance alloted him, 
he is allowed to “borrow” a customer 
from another salesman so that he will 
not lose the profit from this sale. W. 
F. Cobb, manager of the store, be- 
lieves this is the fairest method, since 
it enables each man to obtain the 
maximum number of sales from mer- 
chandise available, regardless of pros- 
pects. When a salesman has worked 
hard to boost his sales Mr. Cobb in- 
tends for him to receive: his “bonus” 
when it comes due whether there is a 
taker for the merchandise or not. 

Customers also appreciate the idea 
because they don’t have to compete 
with as large a number of other per- 
sons for each appliance they need. 
Lists are shorter and they can get a 
clearer picture of how long it will be 
before their turn will come. They 
also feel that their order will receive 
more individual attention since the 
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salesman will have a fewer number of 
persons to deal with. 

The plan works well for the store, 
too. The management is relieved of 
the responsibility of keeping a list of 
requests for appliances, and if a cus- 
tomer feels he or she has not been 
accorded proper attention, the indivi- 
dual salesman, not the store, must 
smooth the matter out. 

This policy puts the salesmen “on 
their own” and forces them to use 
their own initiative in meeting de- 
mands for scarce appliances from their 
customers. Patrons know of the quota 
systems and salesmen cannot shove 


Demonstrator Shows 
*“Sit-Down”’ Ironing 


MANY DEALERS are developing at- 
tention-getting demonstrations around 
the new ironing technique — “sit- 
down ironing”—introduced by Proc- 
tor recently at the Philadelphia House- 
wares Show. 

Among the first to demonstrate this 
technique to the public in the South 





the problem off on the management 
by replying glibly that “it’s all up to 
the boss.” They must shoulder the 
responsibility themselves and make 
their own peace with customers. 

The City Furniture Company sells 
most of its appliances in a basement 
sales room where kitchenware, house- 
hold necessities, and other small me: 
chandise is sold. At present the 
management has no plans for door-t 
door canvassing. 

“If the situation demands it, we’! 
go out and beat the bushes, but unt] 
then we will sell all we can from th 
store.” 


was Maison Blanche, large department 
store of New Orleans, who featured 
the demonstration as part of its Spring 
Houseware Carnival. 

Originally developed as a “better 
way to merchandise irons,” sit-down 
ironing appears to be the answer t 
the housewife’s age-old problem of 
how to avoid fatigue while doing this 
weekly chore. It is the first real 
change in hand ironing methods since 


se 


Dp, yn 


.“Sit-down ironing” may be the answer to one of the housewife’s tiring 


chores. 


Here is shown how the Maison Blanche, department store of New 


Orleans, La., builds consumer demand by actually demonstrating this new 


ironing technique. 
to instill confidence. 


Note the use of the more mature ‘type of demonstrator 
She knows what she is talking about for she has years 


of experience behind her—a fact much appreciated and easily discerned by 
the shopping housewife. 
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the advent of electricity. The first 
real labor-saving method applied to 
one of the homemaker’s most odious 
tasks. 

The sit-down method is relatively 
simple. It consists of a knowledge 
of the operation of the iron and an 
understanding of how to sprinkle, 
fold, and iron the clothes with a min- 
imum of movement. 

Instead of bringing the iron to the 
garment as is done in the convention- 
al way, the new technique stresses 
bringing the garment to the iron. All 
things may be ironed this new way 
from the plainest of flat pieces to the 
frilliest ruffle. The iron does the the 
work of lifting, making standing to 
obtain arm leverage unnecessary. 
Speed can be developed within a short 
time. With Proctor’s technique a 
man’s shirt, which ordinarily takes 
from 12 to 20 minutes, depending up- 
on the skill of the ironer, can, with 
a Never-Lift Iron, be ironed ‘sitting 
down in the short time of 4% min- 
utes! 

Since no leverage is required and 
there is all-over even distribution of 
heat in the iron, no extra pressure be- 
yond the light weight of the iron is 
required to press a garment smoothly. 


A mere guiding of the iron using <ith- 
er the right or left hand as the occa 
sion warrants. is sufficient to do the 
job. 

Fundamentals of the new ironing 
technique stress such important points 
as letting the iron do the work, bring- 
ing the work to the iron and doing as 
little arranging of the clothes as pos- 
sible. 

Sit-down ironing can be advantage- 
ously promoted, especially ‘by demon- 
strations. Special ironing boards and 
chairs, while nice to have, are not 
absolutely necessary. With a little 
ingenuity, the housewife can readily 
find a way of making herself comfort- 
able while ironing sitting down. Large 
flat pieces—sheets, curtains, hand- 
kerchiefs, etc., and men’s shirts, too— 
can be ironed successfully on a padded 
kitchen table while the worker sits on 
a regular kitchen chair. 

Heretofore ironing while seated 
could only be enjoyed by those finan- 
cially able to own automatic ironers. 
Today, this new ironing technique 
makes sit-down ironing possible to all 
classes of homemakers from the bride 
on a budget to the veteran home- 
maker. 





Building a Volume 
Cleaner Business 


UNUSUAL CO-ORDINATION between 
outside salesmen and shop repairmen 
has resulted in volume service on 
cleaner repairs for the Vineyard Ap- 
pliance Company, located at 436 
Ponce de Leon Ave., Atlanta, Ga. By 
establishing an unusual sales plan 
which allows the salesman to com- 
plete a transaction involving cleaner 
appraisal, delivery of a new cleaner, or 
cleaner repair service, on his own au- 
thority, together with expert repair 
service and a customer good will 
policy, the Vineyard company has 
found vacuum cleaner repairs and 
trade-ins to be a profitable business. 

“Our salesmen,” said G. R. Vine- 
yard, owner of the company, “are 
well-trained to do a good selling job. 
The ten salesmen employ the house- 
to-house type of selling and maintain 
a steady flow of cleaners for repair in- 
to the shop.” 

_ Five days a week, morning meét- 
ings are held with the salesmen. At 
cach meeting, the salesmen are in- 
structed in the function and operation 
of one particular part of a cleaner. 
In this way, each man learns all there 
is to know about the cleaner he is 
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selling, enabling him to answer quick- 
ly any question that might come from 
a prospective customer. This train- 
ing also enables the salesmen to give 
quick and accurate appraisals on a 
trade-in vacuum cleaner. 

For the customer’s convenience, 
Vineyard maintains a pick-up and de- 
livery service. ‘This service is render- 
ed free of charge to the customer 
whether or not a sale is made. 

“We have made much valuable cus- 
tomer good will by doing this,” ex- 
plained Mr. Vineyard. 


Itemized Statements 


Another good will policy that is 
mutually advantageous to both the 
customer and the company is the 
itemized statement given each cus- 
tomer. This statement is made up 
whenever any cleaner is brought into 
the shop for repairs. The repairmen 
completely dismantle each cleaner re- 
pair job, carefully noting the parts to 
be replaced, repairs to be made, or 
other service to be rendered. Then 
the complete statement, together with 
the total cost is given to the customer, 
who is free to decide whether to order 
the repair work. 

Mr. Vineyard states that, “if the 
customer decides against: having the 


repair work done, we re-assemble the 
cleaner and deliver it right to his 
home without a’ charge of any kind. 
This has resulted in many new cus- 
tomers for us, and, in a number of 
cases, a prospect who decided against 
having the repairs ‘made changed his 
mind because of this courtesy.” 
Vineyard maintains a completely 
stocked parts room with over 6,000 
different items. It is seldom that a 
customer has to wait for a part for any 
cleaner. Usually, the company can . 
give complete repair service in two 
days. When a cleaner comes in for 
repairs, it first goes through the check 
list procedure, and, after the custom- 
er’s OK is given, the work is started: 


Refinishing Important 


The well-equipped and up-to-date 
repair shop turns out a repaired clean- 
er in near-factory appearance. ll 
parts are thoroughly cleaned and buff- 
ed. Rewiring is done where needed. 
There is a paint spray unit for refinish- 
ing cleaners that need it. All paint 
work is dryed by the infared process. 
This process gives a_ long-lasting 
smooth finish. 

“When a cleaner leaves our shop, 
it is as good as a new one,” said Mr. 
Vineyard. “We have confidence in 
our work and place a one-year guaran- 
tee on all work done.” 

A card file is maintained on repair 
work which consists of recording all 
work done, parts replaced, charges 
made, and the date of service. In this 
way, a quick check-up can be made 
to show whether the company’s work 
failed in case of a return job. If 
the company was at fault, the cleaner 
is cheerfully repaired and returned 
to the customer without cost. 

Vineyard has a volume trade-in bus- 
iness as a result of the well organiz- 
ed selling force which continually call 
on prospects for new cleaners. These 
trade-in cleaners are given the same 
checking procedure and quality repair 
work. The one-year guarantee is also 
placed on these trade-ins. 

“Although the selling price of the 
used cleaners is only a fraction of the 
original cost,” stafed Mr. Vineyard, 
“we have enough turn-over on them 
to pay the wages of our six repairmen, 
the store overhead expenses, and, con- 
sequently, most of our new appliance 
sales are real profit. Besides this, we 


build unestimated good will with our 


customers by taking their old ma- 
chines as trade-ins and giving them fair 
prices for them. Good will is impor- 
tant in a business like ours, and 
prompt service, with expert repair, has 
kept our customers well satisfied.” 
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Dramatizing Display 
With Spot Lights 


Sr1x - Barer - FuLier, department 
store in St. Leuis, Mo., was one of the 
first such organizations to set up a 
“separate” appliance organization — 
leasing an empty corner building a- 
cross the street from the main store, 
and remodeling it into an attractive 
appliance showroom. 

Still “pioneering” the way in large- 
scale presentation of major appliances, 
the appliance management has devel- 
oped ‘dramatic presentation” to the 
utmost. One of the most cffective 
ideas in visual sales appeal is the use 
of semi-concealed reflector spotlights 
which are independently focused, 
each on one major appliance some- 
where on the first floor. With 8 
large plate-glass windows, and brilliant 
“daylight” fluorescent illumination 
throughout, this makes the store in- 
terior eye-catching from several blocks 
away—and certainly a “traffic spot- 
ter” during the evening hours. 

As shown in the photograph, the 
stage-like presentation feature which 
never fails to attract attention is the 
use of the spotlights. A dozen of 
these are mounted in the ceiling, all 
600-watt bullet-shaped spots on mov- 
able-swivel bases which make it pos- 
sible to direct their rays in any direc- 
tion. ‘Thus, a refrigerator standing 
alone is illuminated by one spotlight, 
2 row of ranges by two, a washing ma- 
chine by another spotlight, and so on 


throughout the building. So intense> 


in the light from each spotlight that 
each appliance. appears to be in a 
“pool of light’’ despite the high foot- 
candle output over every surface in 
the store. 

The store recently completed a full- 
scale all-electric kitchen to the left of 
the showroom pictured, which in- 
cludes every electrical appliance manu- 
factured for kitchen selling, and all 
actually in operation. Later, it is 
planned to have cooking demonstra- 
tions just inside the window, which 
is actually the ‘fourth wall’ of the 
store kitchen. 


Inventory Time for 
Appliance Dealers 


“\VHAT HAS HAPPENED to the best 
advertised depression in history?’’ asks 
Harry I’. Bennetts, executive manage! 
of the Electric Association of Kansas 
City, in the current issue of his “Ap- 
pliance News Letter.” Without wait- 
ing for comment from the ficld, he 
an wers the question himsclf: “‘No- 
thing!” 

“Tt still is in the making and very 
cvident in fields,” he reports, 
“notably the drygoods and radio fields 
—to say nothing about some of that 
off-brand stuff the appliance dealers 
are still carrving as salable merchan- 
dise. 


some 


“What has been so widely adver- 


A dramatic touch is added to the appliance displays of the Stix-Baer-Fuller 

department store of St. Louis by the 600-watt swivel-base spotlights which 

ean be directed to flood a particular appliance or group with light. The 

high level of general illumination, together with the spotlighted areas give 
this showroom greatly increased attraction value. 
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“Well, what do you make of it?” 


tised as a depression appears to be 1 
thing more than the usual mild rec 
sion from war prices and war prodi 
tion. Certainly a nation at peace has 
no need for the demand of goods tha 
it would have while at war; therefore, 
prices and production must reced 
somewhat to take the. nation to 
peace-time basis. By this time we 
can all agree that prices, some produ 
tion, and certainly many wages ar 
out of step with actual business con 
ditions. A corrective move is now in 
order, and we are well into it. 

“If you feel in a studious frame of 
mind concerning recessions and their 
past history, you might read the fol- 
lowing paragraphs which sum up the 
history of such grisly business pheno- 
mecnas: 


“(1) An initial depression usually 
appears two to three years after cach 
major war, Civil, and World War I. 
Such recessions are usually quite se- 
vere, but generally shorted lived. 

“(2) This initial dip is usually fol- 
lowed by a period of prosperity gen- 
erally lasting approximately ten years. 

“(3) A major depression  usuall; 
follows in the thirteenth to fourteenth 
year after the war. This era is charac- 
terized by falling prices, heavy produc- 
tion cuts, and widé spread unemploy- 
ment. 


“Right now, we appear to be in the 
initial slight recession appearing aft- 
er every war. Is there anything for 
the appliance dealer to worry about? 
Yes, there certainly is—if he happens 
to be the type who has permitted 
himself to become over-burdened with 
unknown brands, and has completely 
forgotten the gentle art of selling. 

“The men who have survived bus- 


ELECTRICAL SOUTH for JUNE, 1947 








mess reactions and prospered in the 
following period of business revival 
have been notable examples of excel- 
lent salesmen, men who kept slow 
moving merchandise off their shelves, 
and their credit in good shape. 

“Ugly reports are coming in that 
some dealers are unable to buy fast 
moving brands of merchandise until 
they dispose of their over-burdened 
stocks of off-brand stuff. 

‘This much is certain—there is a 
large pent up demand for home ap- 
pliances, but the dealer who sells this 
demand will have known brands to 
satisfy a highly selective buying pub- 

According to a recent issue of 

Business Week, the biggest risks for 

cdit men at this time are radio and 
ippliance dealers, women’s wear, and 
war industries. 

If you intend to stay in the appli- 
nce business, then this course of ac- 

1 might well be followed: 

a) If your credit lines are foul 

ed up, then get them cleaned out. 

b) While you are cleaning up 
ur own credit, it might be well to 
k over new lines of credit that will 

help you sell in the future. How a 
uit the blanket mortgage, for ex- 
mple. Do vou know anvthing about 


it? If you don’t, then haye a chat 
with your banker. He can give you 
some firsthand information that will 
be better than wasting your time with 
rumors on the subject. 

“(c) Get that unknown merchan- 
dise out of your place. Clean it out, 
and then push the known brands that 
the buying public is demanding to- 
day. Remember, known branded 
merchandise has never had the de- 


SERVICE 
Depr. 


mand it enjoys today. 

“(d) Get into the harness and 
start to sell. By this time, you cer- 
tainly must have come to the conclu- 
sion that selling is the order of the 
day. The bashful appliance merchan- 
diser is likely to be left with his mer- 
chandise and a one-way ticket to the 
bankruptcy court. 

‘“‘(e) Straighten out that service de- 
partment. Never mind how you ran 
it during the war years. This is a new 
era, and people are not going to pay 
those kind of prices in the future. 
They are beginning to demand real 
service. A picture won’t have to be 
drawn to show you what is meant 
here. 

“(f) Advertise — and mean what 
you say. A misleading ad won't buy 
you many new customers, and you 
may need them when the going gets 
rough. People buy from merchandis- 
ers in whom they have confidence— 
the same as you do. 

“(g) Be alert to new merchandise. 
There is a mounting demand for new 
products such as home freezers and 
I'M radios, and a host of others that 
will soon be on the market in quan- 
tity. Can you demonstrate an FM 
set, a wire recorder, or facsimile?” 





TWO NEW MODELS ADDED TO 
ZEPHYR AIRKOOLER LINE | 
of QUALITY FANS 


Models 9Z7 and 10Z are Smarter in Appearance, 


Quieter in Operation, Simpler in Construction, yet 


prices are still Rock Bottom. 


UNDERWRITERS APPROVED 


MODEL 927 


All of the outstanding Features of 


Models 9Z and 10EZ are retained 
in the new models to give you the 
outstanding line of small fans. 


Write or wire for name of Nearest 


Distributor 
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SMALL FAN FIELD 


MODEL 9Z 
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Application Data 
On Home Freezers 


THE SALE of home freezers, like the 

sale of some other electrical appli- 
ances, involves the matter of proper 
application by determining the needs 
and services required by the consum- 
er. 
Obviously, the size home freezer 
for the urban user would not be the 
same as the size unit needed by the 
farmer. The city user, generally does 
not have a large quantity of perish- 
able foods to be stored. 

The farmer, on the other hand, has 
need for a home freezer of at least 
ten-cubic-foot size, and in many cases, 
larger capacity is desired. If the ten- 
cubic-foot model is not of adequate 
capacity to meet the farmer’s need, he 
will have to get a larger unit. This 
larger unit would probably call for 
an installation expert and an addition 
to the farm house to provide space 
for the home freezer. 

One manufacturer of home freezers 
has found that it would be far more 
practical for the farmer to purchase 
an additional ten-cubic-foot model to 
serve his needs than to buy the large 
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“I’ve got a pocketful of dreams! 


single or walk-in unit. For example: 
if the farmer needed thirty-cubic-feet 
of storage space, he could purchase 
three ten-cubic-foot models, etc. Some 
of the advantages that result from the 
purchase of several single units rather 
than one large capacity unit are: 

(1) Installation is simple and does 
not require a refrigeration engineer or 


a special large room to manage the 


installation. 

(2) The farmer has the distinct ad- 
vantage of placing each ten-cubic-foot 
model where he wants it. For ex- 
ample, one in the kitchen, and the 
others in another farm building or 
buildings. 

(3) During the period when the 
farmer’s supply of stored frozen foods 
has diminished, he can shut off one 
or more of the units until he needs 
them again. 

(4) Should some mechanical fail- 
ure strike one large freezer, all of his 
frozen food would be in danger. Hay- 
ing his freezer space split into two or 
more separate units would eliminate 
this danger. And, too, if a replace- 
ment part was necessary, he would 
have other freezing capacity in the 
additional home freezers, whereas in 
the single unit, the part might require 
considerable time for delivery and as 
a result, all of his frozen food would 
spoil. 

(5) The farmer will be able to pur- 
chase and install these smaller units 
in groups as economically as he can 
buy and install one large unit—or for 
even less money. 














chandising plan. 


ANTIC ... BASEMENT ... WINDOW . . . KITCHEN 
. . . EXHAUST .. . PEDESTAL... CEILING... 
WINDOW ... FLOOR . . . CIRCULATORS 


FANS 
JMMEDIATE DELIVERY 


1947 Models [~ 


DEALERS, CONTRACTORS, ELECTRICIANS, and OTHERS who wish to CASH IN 
on the BIG PROFITS being made on FANS, write or wire us today. We will have our 
representative call upon you to explain and assist you in a most profitable mer- 


C & H AIR CONDITIONING FAN SALES, INC. 
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163 WALTON ST., N. W., ATLANTA 3, GA. 
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There’s no real substitute for Armored, Bonded and Bushed 
Cable! 

It is the only general-purpose, ready-to-use, metal-protected, 
approved system of wiring! 

It provides the lowest cost, METAL-ENCLOSED wiring system, 
and guarantees a SAFE, FOOLPROOF installation! 


And. Now. TWO Paths to Ground for sizes 


No. 14 and No. 12! 


a 1. A new, low-resistance, flat, ground- 
ing strip in contact with the armor. 


wa 2. The armor itself with ‘‘bondhook’”’ 
channel construction to assure a 
~ positive path to ground. 


(Sold through leading electrical wholesalers) 


ational Electric Products Corporation ll, 
Pittsburgh 30, Pa. a 





Keep your eye on that big colorful spotlight circle. Featured within it and stretching 
right across the calendar will be a parade of eye-filling, purse-loosening product an- 
nouncements. Each devoted to one or more of the popular Westinghouse appliances you sell. 

Week after week, month after month, these ads will appear in a dozen top-circulation 
magazines with a combined readership of 176 million. Translating this into store 
traffic for you, it means that just about every likely prospect in your trading area will be 
seeing this advertising—and looking for the retailer that displays the Westinghouse line. 


TUNE IN: Ted Malone, Monday through Friday, 11:45 A.M., E.D.T., American Broadcasting Company Network 
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\lercURY VAPOR lamps are com- 
monly used in general industrial light- 
ing service for highbay mounting 
where the areas are large. ‘The dis- 
tinctive color is sometimes an advan- 
tage, and the high output and long 
lite of each individual lamp reduce 
maintenance costs to a minimum. 
Where rough work is done, as in steel 
mills, the lamps are used alone, but 
where a fairly high degree of color 
discrimination is required alternate 
fixtures with incandescent filament 
lamps are used. : 

In the field of general lighting, the 
use of the new quartz lamps has only 
just begun. In this application their 
somewhat shorter useful life is com- 
pensated for by the higher efficiency 
of light generation and the slightly 
hetter color quality. 

There is an increasing interest in 
the use of mercury vapor lamps for 
solving the difficult problems of street 
and highway lighting. One of the 
newest and most promising develop- 
ments in street lighting equipment is 
im oval reflector with a companion re- 
fractor, designed around a_horizon- 
tally mounted quartz mercury vapor 
lamp. Because of the relatively small 
ize of the mercury arc. a higher util- 
ization of lights is possible than with 
previous vapor lamp sources. 


Floodlighting 


Mercury vapor lamps have in the 


‘Commercial Engineering Depart- 
ment, Lamp Division, Westinghouse 
Electric Corp., Bloomfield, N. J. 





Mereury Lamp Applications 


By E. W. Beggs* 


past been used but little in floodlight- 
ing, primarily because they could not 
be tilted at will. Quartz type lamps 
now not only make possible universal 
burning, but also result in greater 
effectiveness because of the small size 
of the source and its high brightness. 
Quartz mercury lamps therefore prom- 
ise to open up a wide new market in 
the floodlighting field where their 
high output, blue-white color, and 
other characteristics recommend them. 
In combination with incandescent 
lamps, they provide a close approxima- 
tion of daylight which now becomes 
practical in all of the many applica- 
tions of floodlight projectors. 


Color Correction 


In the accompanying table are giv- 
en data-~on the color correction of 
mercury light by means of incandes- 
cent lamps. The information was ob- 
tained by comparing the appearance 
of various colors under mixtures of in- 
candescent and mercury light with 
their appearance under the light of 
Daylight, White, and 4500-White 
fluorescent lamps. The mercury 
lamps used were of the familiar 400- 
watt A-H1 type, and ithe illumina- 
tion levels were maintained practically 
constant threughout the series of 
tests. Most usable mixtures of in- 
candescent and mercurv lamps _pro- 
duce a color of light approximating 
4566 White, although of course with 
a greenish cast. In the table, the 
comparison is therefore made with 








that color. In general, the compari 
ons with the Daylight and Whi 
light gave similar results. 

The “minimum” degree of correc- 
tion listed in the table is the amount 
of incandescent light needed to pro- 
vide noticeable color improvement, 
particularly in the appearance of the 
human complexion. ‘This value was 
found to be approximately 15°. of 
the total lumens of the combination. 
The “maximum,” a ratio of approxi- 
mately 60% incandescent lumens to 
40% mercury lumens, is the point be- 
yond which it is ordinarily not advan- 
tageous to add incandescent light, 
since the additional improvement ob- 
tained will be very small and the 
over-all efficiency of the lighting svys- 
tem will be reduced. 


Black Light 


The use of black light for theatri- 
cal, decorative, and amusement pur- 
poses is still the principal application 
of this type of radiation. However, 
in the past year or so new applications 
of black light have developed. Some 
of these were purely military while 
others had a wide peacetime applica- 
tion. 

One of the more interesting indus- 
trial uses which was developed during 
the war, but which is still being used, 
is the inspection of protective coating 
on machine parts or similar objects. 
During the war many articles were 
covered with a protective coating to 
prevent damage from moisture and 
fungus in tropical climates. The pro- 
tective coating was practically invis- 
ible, but fluoresced brilliantly under 





COLOR CORRECTION BY MIXING INCANDESCENT LAMPS WITH 
400 WATT A-H1 MERCURY VAPOR LAMPS | 





Net Initial 















































Incandescent Rendition of Colors as Compared Lamp Efficiency 

Degree of | Lumens in Per with 4500-White Fluorescent Including Trans- 
Correction cent of Total *Purple Blue Green Yellow Orange Red former Loss 
None 0% Poor Fair Fair Fair Poor Poor 36.3 L.P.W. 
‘*Minimum 15% Fair Good Good Fair Fair Poor 32.4 L.P.W. 
**Maximum 60 % Good Good Good Good Good Good 25.7 LIWW: 


















_*——The purple dyes and pigments tested had a red reflecting component. 
_** 300 Watt’ PS-35 incandescent lamps used. 
***—1000 Watt PS-52 incandescent lamps used. 
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black light. Inspection of each treat. 
ed article was carried out under black 
light, and this proved to be the solu. 


iu! tion to the problem. 
Other similar processes are used. 
such as checking completeness of 


treatinent by means of fluorescent em- 
balming fluid. 

Cracks in castings and metal parts 
are made easy to detect by means of a 
process involving fluorescence. The 
part is immersed in a bath of penetrat- 
ing fluorescent oil, and is then washed 
and dried so as to remove all traces 
of oil except that which enters an 
actual cracks present. Later, by spe. 
cial treatment, this oil is caused to 
ooze out of the fracture and shows 
up under the black light used for in- 
spection. 

Photochemistry 

The act of seeing is photochemical, 
and the food we eat is created by 
photochemistry in the leaves of 
plants. Artificial photochemical te- 
actions are also of great importance ir 
our daily lives. New developments 
in the photochemical field are pr 
ily the creation of new and 
lamps, new techniques, and wide 
more effective use of radiations 
chemistry. 

Actually, during the war, the first 
small quantities of uranium madc 
the Westinghouse Research Lab 
tories at Bloomfield were produced 
photochemically. All of the hexa- 
chlorethane, “smoke gas” to the GI, 
was made by irradiating chlorine and 
ethane with visible light and_ ultra- 
violet primarily of 4047 and 3650 
Angstrom wavelength, from four-foot, 
medium - pressure mercury vapor 
lamps. New plastics, better synt 
rubber, and even new foods will come 
through photochemistry stimulated by 
war research and now by new devel 
ments in lamps, equipment, 
methods. 

Blueprinting and_ photocopying § 
now represent the widest present ap- 
plication of mercury lamps in the field 
of photochemistry. They will be ex- 
tended by the availability of 
higher powered, convenient and m 
economical lamps. 

Television and Photograph; 

Mercury vapor lamps have been 
used for several years in television 
work to reduce the heat of the studio. 
This application is similar to the us¢ 

C ie - 5 C FE a T of mercury light sources in the carly 
days of motion pictures. Mercury § 
lamps were then used because of the f 

W | R F A N >) Cz B L E high actinicity of their light. Today, 
this same characteristic results in theit 
application also in “black and white 
photographic work, for sound track 

(Continued on page 82) 
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NEWS 


OF THE INDUSTRY 





Kelvinator Launches 
Television Advertising 


KELVINATOR became a regular tele- 
vision advertiser in the home appli- 
ance field when its new series of week- 
ly television broadcasts began over a 
four-city National Broadcasting Com- 
pany network in May. 

Charles J. Coward, director of ad- 
vertising and sales promotion, Kelvi- 
nator Division, Nash-Kelvinator Corp- 
oration, announced the new 15- 
minute series, “In the Kelvinator Kit- 
chen,” featuring Alma Kitchell, na- 
tionally known women’s commenta- 
tor. Cooking demonstrations by Mrs. 
Kitchell will be staged in a Kelvina- 
tor kitchen set, with the company’s 
electric range, refrigerator and home 
freezer playing functional roles. 

Originating at the NBC television 
station, WNBT, in New York City, 
the Kelvinator program will be tele- 
vised over a network including Phil- 


adelphia, Washington, D. C., and 
Schenectady. 

“We are thoroughly convinced of 
the great future of television, which 
is becoming an increasingly important 
entertainment and advertising med- 
ium,” Mr. Coward said, ‘and we be 
lieve that just as it has every possi- 
bility of becoming the leading enter- 
tainment and information vehicle, it 
can become a powerful tool of adver- 
tising and merchandising, if it is judi- 


ciously emploved by the advertiser. 


Production Report 
On Wiring Devices 


IN CONTINUATION of the postwar 
trend, production of clectrical wiring 
devices suitable for residential use rose 
in March, according to manufacturers’ 
reports received by the Office of the 
Housing Expediter. 

First-quarter output surpassed the 





Kelvinator’s new NBC television show, “In the Kelvinator Kitchen,” which 
started in early May, features Alma Kitchell, nationally known women’s 


commentator. 


In the picture above are: (Left to right) H. W. Newell, vice- 


president, Geyer, Newell & Ganger, Inc., Kelvinator advertising agency; Miss 
Kitchell; Charles J. Coward, director of advertising and sales promotion, 
Kelvinator; and Keith Saunders, New York zone manager of Kelvinator. 
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previous all-time peak  reachicd \ 
1941, but OHE officials stated t! 
production of critical electrical wit 
devices had not yet reached the quart 
erly level necessary to meet cssent 
requirements. They said product 
con iderably in excess of current 
quircmcnts is necessary to take ¢ 
of deferred needs. 
Although manufacturers are 
tinuing to experience difficulty in | 
curing raw materials, current estimat 
are for sustained output in M 
Most of the wiring device manuf 
turers attributed to shortages of 
materials their failure to reach « 
lier estimates of production—pa 
cularly shortages of steel, phen 
resin molding compounds, and 
iron and components such as scr 
and porcelain bodies. 
Following is a production rep 
as compiled from manufacturers’ 
ports, on production of critical 
trical wiring devices. suitable foi 
sidential use: 
Millions of Units \ i 
Produced Scheduled 
Items: in March for May Mc 
Toggle Switches 5.2 6.3 ae 
woul: 
Convenience Outlets takes 
(Receptacles) 07 6.5 disin, 
Sockets (Lampholders, Th 
Lamp Receptacles), == © aie. 
Medium Screw Base_ 13 16. Sue 
Outlet, Switch and wolve 
Receptacle Boxes 10.9 11.4 unfai: 
Box Connectors for multi 
Metallic-Sheathed chisin 
(“BX’’) and Non- whes 
Metallic Sheathed 
(“Romex’”’) cable 11.5 1Z5 } In. 
ton h 
ince 


Electrical Contractors 
Organize in Columbia 


THE ELECTRICAL CONTRACTORS 
Columbia, S. C., have formed an or- 
ganization to be headed by ‘Id 
Younginer, of Younginer Electrical 
Company. A charter will be drawa 
and presented at the next mecting. ( 
Others who will serve as_ officcrs 
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The wolf never fooled Ked Riding flood / 


7E NEVER went for that one about the wolf 
fooling Red Riding Hood. 


Most of the girls we know handle wolves 
pretty well . . . and Grandmother’s disguise 
would have fooled them about as long as it 
takes to say Sparton Co-operative Merchan- 


dising Plan! 


The S.C.M.P.* to the 
wolves that have been lurking in the forest 


was our answer 
of post-war radio retailing. Pretty rugged 


wolves they’ve been, too—price cutting, 


unfair trade-ins, unequal advertising support, 
multiple mark-ups, dumping, and over-fran- 


| chising—all of them merchandising head- 


aches the Sparton dealer has happily missed. 


In advertisement after advertisement Spar- 
ton has pointed out the probable reappear- 
ince of these pre-war stumbling blocks— 


pointed out, too, that the Sparton franchise, 
based on the S.C.M.P.* was planned spe- 
cifically to eliminate them. 

Results? Plenty! 
vertising works exclusively for each Sparton 


. . . Sparton national ad- 
dealer . . . leads customers to his door and 
his door alone ... for his is the only fran- 
chise in his community. Sparton retail prices 
are uniform. Sparton factory prepared pro- 
motional helps are individualized. Seasonal 


promotions break at the same time. 


Study the features of the S.C.M.P.* and 
you'll agree, too—with thousands of Sparton 
dealers everywhere— 


It pays to be a Sparton dealer! 


THE SPARKS-WITHINGTON CO., JACKSON, MICH. 
Radio and Appliance Division—Plant 5 


Radio’s Richest Voice Since 1926 
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ONE 


parlor 


in each community 


Check These 


Profit-Increasing Features 


One exclusive dealer in each 
area 

National advertising that 
works locally 

Direct factory-to-dealer 
shipment 

Low consumer prices 
Factory prepared and dis- 
tributed promotion helps 
Seasonal promotions 
Uniform retail prices 
Products styled by 
outstanding designers 









SPARTON CO-OPERATIVE MERCHANDISING PLAN. A proven exclusive 
@ method of profitably retailing radios and home appliances that has been 
and is being advertised regularly to consumers in leading magazines. 
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are, George Green, of the Green Elec- 
trical Company, vice-chairman, and 
Bernard Wingard, of the Wingard 
Electrical Company, recording secre- 
tary. 


Hotpoint Introduces 
Postwar Water Heaters 


A NEW PRINCIPLE for applying heat 
to the storage tank of an automatic 
water heater was described by Leon 
ard C. Truesdell, vice-president of 
marketing, Hotpoint Inc., at the com 
pany’s first showing of its “all postwar 
heaters,’’ and its new electric ranges. 

At a rehearsal for the company’s 
first distributors’ product - preview 
meetings since 1941, the official said 
the water heater and range “are an ap- 
proach to the _ post-war marvel 
promise.” 

The new water heater principle 
utilizes a method of “heating under 
pressure,” conduction being accom 
plished by strap-on units under spring 
tension. The new method has been 
applied to the seven Hotpoint water 
heater models which range in siz« 
from 15- to 82-gallon capacity. 

At the rehearsal, J. C. Sharp, vice 
president of engineering, said that “by 
attaching the Calrod heating unit to 
the tank under pressure, we make 
the entire tank a conductor of heat 
and a high degree of efficiency is ob 
tained.” <A blanket of spun glass is 
used for insulation. 

Mr. Truesdell said that “the clec 
tric watcr heater industry experienced 


Hotpoint’s new table-top automatic 

water heater maintains room temp- 

erature on all surfaces even though 

the tank may be filled with water 
of 150° temperature. 
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a marked prewar development; _ its 
postwar growth has been constant.” 
With the introduction of the new 
type heater, Hotpoint plans to in- 
crease production facilities of the Chi- 
cago factory in line with the growth 
of the industry. 

The new water heater tanks have a 
special magnesium alloy tube as op- 
tional equipment for use where wat 
cr conditions cause corrosion. 


F. C. Gaines Heads 
Georgia Chapter, IAEI 


F. C. Gaines, of the Georgia Pow 
er Company, Macon, was elected 
chairman of the Georgia Chapter of 
the International Association of Elec- 
trical Inspectors at their annual meet- 
ing held a short time ago in Savan 
nah. C. G. Butler, chief electrical in 
spector for Decatur, Ga., was elected 
vice-chairman, and C. M. Jones, 
Southeastern representative of the 
Underwriters Laboratories, Inc., was 
re-clected secretary-treasurer. 

In addition to the foregoing officers, 
the board of directors will include Al 
len Mason, Atlanta; F. C. Parker, At 
lanta; A. V. Rosser, Cairo; H. H. 
Schonburg, Albany; and Joseph Whit 
ner, Atlanta. 


NECA Members Hold 
Regional Meeting 


THE FIRST regional meeting held by 
Division No. 3, of the National Elec 
trical Contractors’ Assn., in Atlanta 
on May 5 and 6, was attended by 
more than a hundred electrical con- 
tractors from the eight southeastern 
states comprising the division. 

An informal program provided the 
members with an opportunity to hear 
discussions by key men in the nation. 
al organization as well as to partici- 
pate in the discussion themselves. Don 
B. Clayton, vice-president of NECA 
for the third division, presided over 
the sessions. 

Three general subjects were listed 
on the program for discussion: Chap- 
ter Organization and Operation, In 
dustry Relations, and Labor-Manage- 
ment Relations. 

Among the NECA officers and staff 
members who addressed the group 
were: Robert W. McChesney, pres- 
ident; Paul M. Gearv, executive vice- 
president; George B. Roscoe, public 
relations director; Leo H. Cleary, tech- 
nical director; and Lawrence W. Da- 
vis, treasurer, all of Washington, 


D. C. 


DATES AHEAD 
National 


46th Annual Meeting, National Electrical Con. 
tractors’ Association, San Francisco, Calif. Sep. 
tember 8-10, 1947. Clint J. Harder, National 
Secretary, 633 Investment Bldg., Washington 5, 
D. C. 


Annual Convention, Illuminating Engineering 
Society, New Orleans, Sept. 15-22, 1947. 

Transmission and Distribution Committee, 
Edison Electric Institute, Benjamin Franklin 
Hotel, Philadelphia, Pa. October 9-10, 1947. 

2nd [International Lighting Exposition and 
Conference, Stevens Hotel, Chicago, Il., Novem. 
ber 3-7, 1947. A. B. Coffman, Manager, 111 
West Jackson Blvd., Chicago 4, Il. 


Southern 


Virginia Chapter, IAEI, Virginian Hotel, 
Lynchburg, Va. June 19-20, 1947. A. M. 
Miller, Secretary-Treasurer, 910 West 30th St., 
Richmond 24, Va. 

Fall Conference, Engineering and Operation 
Section, Southeastern Electric Exchange, Henry 

Hotel, Atlanta, Georgia. Sept. 25-26, 


Seuthern Section, International Association 
of Electrical Inspectors, George Washington 
Hotel, Jacksonville, Florida. Oct. 27-29, 1947. 
A. M. Miller, Secretary-Treasurer, 910 West 
30th St., Richmond 24, Virginia. 

General Sales Conference, Southeastern Elec- 
tric Exchange, Atlanta Biltmore Hotel, Atlanta, 
Ga. October 29-31, 1947. 








During the session on industry rela 
tions, considerable interest was indi 
cated in the matter of relations with 
jobbers and manufacturers. The need 
for firm prices and definite deliver 
policy from manufacturers was em 
phasized particularly, and reports from 
NECA officials indicated that the 
NECA policy on this subject was pro- 
ducing results through collective ac- 
tion. 

How Atlanta contractors had im 
proved relations with jobbers was ex- 
plained by J. E. Mellett, president of 
J. M. Clayton Co. By meeting with 
jobbers and discussing their mutual 
problems frankly, especially with 1 
gard to direct selling to industrial or 
ganizations by wholesalers, the situa 
tion has been greatly improved. 

D. L. Casey, NECA manager for 
the Carolinas, told how a 3-state com 
mittee covering North and South 
Carolina and Virginia had undertaken 
to improve relations with wholesalers. 

A considerable part of the session 
on labor-management relations was 
devoted to discussions of apprentice 
training programs, labor agreements, 
and the new IBEW industry-wide 
pension plan. 

The negotiation of labor agree- 
ments was discussed in considerable 
detail by Charles §. Thurber, NECA 
field representative for Division No. 
3, of Birmingham. He pointed out 
the importance of full consideration 
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Which G-E insulating varnish for your job? 





WHY G-E INSULATING 
VARNISH 9535 WAS 
SELECTED FOR THIS 
VACUUM CLEANER MOTOR 


# 
4 





Here Are a Few of the 
Many G-E Varnishes Designed for 
Specific Types of Applications 


ad ee 
a eh | 
ise en 7 “shee! ; { . 


GE 1673 GE 9574 Ge 167 








@® The fractional horsepower motor in this vacuum 
cleaner required an insulation with high bonding BOND 6000 EXCELLENT EXCELLENT 
strength—insulation that was tough and durable, re- poy _ on 
sistant to dust, heat, and mineral oil. ae 
That’s why General Electric varnish specialists To morsTuRe =| 6008 EXCELLENT 
recommended G-E Clear Baking Varnish 9535 —a — 
varnish formulated to meet just such requirements. ernstanee 
Whatever your insulating problem, there’s a General Ve Acus 
Electric varnish specially designed to meet your par- eo 
ticular needs. General Electric offers a complete line of PENETRATION 
insulating materials. And G.E.’s Quality Control Tescaness 
methods keep every shipment uniform. ich TEMPERA- 
You can get full details on General Electric Insulating we oe 
Varnishes by calling your local General Electric Mer- 
chandise Distributor. Or write Section RIMA-674, 
Resin and Insulation Materials Division, Chemical 
Department, General Electric Co., Schenectady 5, N.Y. 


GENERAL @ ELECTRIC 
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Electrical equipment is no better than its insulation 
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Catalogs, Bulletins and Technical Data 
Available to Readers of Electrical South 








123—Window Fan. A new catalog, “Bar-Brook Window Fans” 
has been issued by the Bar-Brook Mfg. Co., Inc., 1553 
Texas Ave., Shreveport, La. This catalog shows illustrations 
of the Bar-Brook design to be used in offices, apartments and 
small homes. 


124—Midget Metal Base Relays. A new bulletin, No. 104, 
been issued by the Ward Leonard Electric Co., 31 S. St., 
Mt. Vernon, N. Y. This bulletin describes how midget metal 
base relays are designed for use in small radio transmitters, air- 
craft control circuits and applications where space is limited. 


125—Industnal Fluorescent Fixtures. Day-Brite Lighting, Inc., 
5411 Bulwer Ave., St. Louis 7, Mo., has issued Bulletin 30-A 
which contains complete specifications for each type “Day-Line” 
industrial fluorescent fixture: single units and continuous sys- 
tems for two 40-, three 40-, and two 100-watt lamps; detailed 
data on installation, accessories and servicing; list prices and 
charts for figuring footcandle intensities. 


126—Unit - Fans. A new 16-page booklet on unit - fans 
has been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. This booklet describes the design 
of the Reed reversible unit-fan and how by adding various at- 
tachments it serves all purposes and uses—for installation as a 
window fan, attic fan, portable floor fan, and all commercial 
exhaust fan unstallations. 


127—Switch and Receptacle Plates. A catalogue page describ- 
ing a new line of switch and receptacle plates of pure aluminum 
that can be painted over with wall paint has issued by 
D & M Mfg. Co., 79 W. Peachtree Place, N. W., Atlanta, 
Ga. These plates are breakproof, rust-proof, and conform to 
rough walls. 


128—Fluorescent Fixtures. An 8-page catalogue has been pre- 
— by Mitchell Mfg. Co., 2525 N. Clybourn Ave., Chicago 
4, TH. The catalogue includes a complete description of the 
various types of commercial fluorescent luminaires for use in 
offices, stores, schools, public buildings, institutions, etc. 


129—Anti-Corrosive Paints. Literature has been published 
by Subox, Inc., 348 River Rd., North Arlington, N. J., on their 
Suboax and Subalox paints used in generating, transmission, and 
distribuhon construction and maintenance. Both paints are 
based on a colloidally dispersed and amorphos pigment of sub- 
oxide of lead which is so chemically active that weathering in- 
creases its rust-inhibitive properties as well as its hardness. 


130—Buzzer and Push Button. The Wm. J. Murdock Co., 
Chelsea, Mass., has prepared a catalogue page which shows actual 
- Ulustrations of their new “Tone-Right” buzzer and push 
uttons. 


131—Lighting Bulletin. A 4-page bulletin (2169) describing 
briefly the vanous fluorescent and incandescent lighting equip- 
ment now being sold to the trade has issued by Curtis 
Lighting, Inc., 6135 W. 65th St., Chicago 38, Ill. Individual 
specification sheets on various fixtures are included. 
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136—Soft Soldering. The Lenk Mfg. Co., Newton Lowe: 
Falls 62, Mass., has recently issued a bulletin entitled, “Sof; 
soldering,” which contains complete working instructions for 
home workshop soldering with all types of Lenk solder avai) 
able to the home craftsman through various retail outlets. 


137—Gorilla Grip Connectors. ‘Mechanical Principles of 
Gorilla Grip Eiectrical Connectors” is the titie of the new 12 
page booklet, No. 466, published by National Electric Products 
Corp., Chamber of Commerce Bldg., Pittsburgh. The booklet 
was compiled to assist engineers, jobbers, contractors and in 
dustrial purchasing agents in acquiring an exact understanding 
of the design and function of these connectors. ; 


138—Electrical Fittings. A complete line of Gedney fittings 
which includes conduit bodies, as well as practically all fittings 
required for rigid conduit, armored cable, non-metallic cable 
flexible conduit and EMT installations is described in a folder 
recently published by Gedney Electric Co., R. K. O. Bldg., 
Radio City, New York, N. Y. 


139—Electrical Apparatus. The Trumbull Electric Mfg. Co., 
Plainville, Conn., has recently issued a condensed general cata 
log, “Trumbullist”, which gives complete information on electri- 
cal control apparatus. 


140—Infrared Lamps. An 8-page folder, “Drying Problems 
Made Easy”, listing the advantages of the Dritherm Carbon 
Lamps 1s available from the North American Electric Lamp 
Company, 1041 Tyler St., St. Louis, Mo. This folder includes 
a complete description of how Infrared Radiant Energy with 
Nalco Dritherm Carbon Lamps provides fast, effective heat. 


141—Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the order- 
ing of the proper brushcs. 


142—Sun Lamp Data Book. The “Answer Book”, recentiy 
published by Sperti Inc., Cincinnati 12, Oluo, answers all ques 
tions about the sun lamp. Catalog sheets are also available on 
the portable model P-100 and the S-200 pedestal-style lamp. 


143—Circulation Fans. Detailed folders are now available 
from The O. A. Sutton Corporation, Wichita 2, Kansas, on 
all of their models of the Vornadofan. These folders are wel] 
illustrated and give a detailed description of each unit. 


144—Trilmont Electric Heater. This booklet tells the ston 
of the recognition won by the Trilmont Products Company, 
Philadelphia, Penna., for their electric heater. This com 
pany won The National Safety Award which was presented by 
Lewis & Conger, of New York City. 


145—Chromalox Range Unit. Construction details and parts 
lists for the Super-Speed and Heatflo range units are shown in 
Bulletin CF-145, available from Edwin L. Wiegand Company, 
7600 Thomas Blvd., Pittsburgh 8, Pa. 


146—Transformer Demonstration Chart. This chart shows 
how banked secondary transformers opcrate under overload or 
fault conditions. The chart, SA-900, is published by the West 
inghouse Electric Corporation, P. O. Box 868, Pittsburgh 30, Pa 


147—Monarch Electric Ranges. Data is available from Méalle 
able Iron Range Co., 4861 Lake St., Beaver Dam, Wis., on all 
types of this company’s ranges. 


152—Lighting Fixtures. Bulletin No. 10, available from ‘The 
Spero Electric Corporation, 18222 Lanken Ave., Cleveland 19. 
Ohio, is a four-page brochure showing electrical fixtures and 
niaterials for electrical construction. 


153—Ventilators and Blowers. Performance data, dimensions, 
and specifications are all included in the well illustrated bulletins. 
now available from the Schwitzer-Cummins Company, 1125 
Niassachusetts Ave., Indianapolis 7, Ind. 


154—Welding Exhausters. Bulletin No. 736 describes th 
Cctopus, Jr., a portable exhaust unit, and the Octopus, a heavy 
duty unit, for applications requiring greater exhausting and blow 
ing volume. Available from the Chelsea Fan & Blower Co., 
Irvington, N. J. 


155—Lighting for Schools. “Recommendations for Classroom 
Lighting” is the title of this booklet which gives case studies 
of several lighting installations in schools. This bulletin is avail- 
= from The F. W. Wakefield Brass Company, Vermilion, 
Chio. 


156—Electrical Apparatus. This 48-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con- 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 
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158—Attic Fans. This folder describes the Dana Delux 
Attic Fan and is issued by the George B. KI 4 
3501-27 Colerain Avenue, Cincinnati 23° Ohio. oe 


160—Reactance Dimmers. Bulletin No. 74, issued by W. 
Leonard Electric Co., 31 South Street, Mount Vernon. N. y 
describes in detail the Hysterset Electronic Control for the mod- 
ern stage switchboard. 


162—Junction and Meter Equipment. A series of bulletins 
describing junction boxes, telephone cabinets, metering equip- 
ment, etc., for indoor and outdoor applications, is available 
— ee Electrical Company, P. O. Box 8, Station D, 
Auanta, Ga. 


. 163—Metal Duct Housing. The first revision in five years of 
Catalog No. 445, describing and illustrating ‘“4-by-4 Wirewa” 
has been completed by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. This re-issue gives 
electrical contractors, jobbers, engineers, and purchasing agents 
complete information on metal duct for housing and protecting 
electric wires and cables. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products = Box 177, Detroit 32. 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustri- 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustrated. The many drawings included show 
dctails of the duct, the various fittings, and the hangers, as well 
as diagrams of complete systems both of the centralized and 
decentralized system. 


165—Lighting Research. The Benjamin Electric Mfg. Co., 
Des Plaines, Ill., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. This booklet will 
be of special interest to all who are interested in the “behind- 
the scenes” portrayal of the research and testing which are es- 
sential to high quality and performance in lighting equipment. 


166—Industrial Heat Lamps. The General Electric Com- 
pany, Nela Park, Cleveland, Ohio, has announced the publica- 
tion of a new industrial lamp folder. This folder, Y-689, con- 
tains six pages of photographs and technical data on the indus- 
trial heat lamps manufactured by the company. 


167—Ventilating Fans. A new, 48-page manual to be used 
1s a guide for dealers in the selection and installation of Silent 
Breeze ventilating fans for residential, commercial, and indus- 
trial applications, has just been issued by The Holcomb & Hoke 
Mfg. Co., Inc., 1545 Van Buren St., Indianapolis 7, Ind. 


__168—Electric Room Heaters. The Wesix Electric Heater Co., 
390 First St., San Francisco 5, Calif., has informative data avail- 
ible on their Automatic Electric Room Heaters. 


_ 169—Materials Handling Hand Truck. A descriptive bulletin 
as just been issued by Handees Co., Dept. P, Bloomington, 
lll., giving information about the company’s line of hand trucks. 
Of special interest is the Model 88R, an appliance and refrigera- 
tor hand truck. This truck has a 1000-pound capacity. 


_170—Lock-Tite Pressure Connectors. The Thomas & Betts 
Co., Elizabeth 1, N. J., manufacturers of electrical fittings, has 
made available an illustrated folder describing their compact 
line of solderless pressure connectors. 


171—Self-Supporting Cable. A new 52-page, fully illustrated 
manual on self-supporting cable has been issued by The Okonite 
Company, Passaic, N. J. Pertinent charts, tables and diagrams 
supplement the detailed descriptive matter answering the many 
questions which arise concerning the use of this type cable. 


, 174—Aluminum Building Wire. Technical data on insulated 
aluminum building wire is now available in a bulletin designated 
is H-407 and available from Hazard Insulated Wire Works, 
Division of the Okonite Company, Wilkes-Barre, Pa. An insert 
gives comparative data on copper and aluminum conductors. 


_175—Adequate Wiring—An attractive booklet entitled “Are 
You Going to Build, Modernize or Repair?” has been an- 
nounced by Pass & Seymour, Inc., Dept. ES, Solvay Station, 
syracuse 9, N. Y. Written in language easily understood by 
the average home builder, this informative booklet describes in 
detail an adequate wiring system for the modern home. 


176—Connectors for Aluminum Wire. To accommodate 
the increased application of aluminum building wire, Bulletin 
M-3, describing a full line of standard, compression-type connec- 
tors for aluminum, is available from the Burndy Engineering 
Company, Inc., 107 Bruckner Blvd., New York 54, N. Y. 





ELECTRICAL SOUTH for JUNE, 1947 








177—Balanced Lag Renewable Fuses. Informative folders are 
available from Pierce Renewable Fuses, Inc., 51 Pacific Ave., 
Buffalo 7, N. Y., describing the company’s line of balanced lag 
eg fuses. Pierce fuses are listed by Underwriters’ Labora- 
tories, Inc. 


178—Mobilite Fixtures. A 15-page booklet, entitled “Engi- 
neered Lighting” has been announced by Mobilite, Inc., Jersey 
City, N. J. The booklet describes and illustrates the various 
fluorescent fixtures manufactured by the company. 


179—Paragon Timers. A folder of up-to-date bulletins on 
available timers and their prices is offered by the Paragon Elec- 
tric Company, Two Rivers, Wisconsin, manufacturers of elec- 
trical equipment. Such items as industrial timers, self-lubricat- 
ing time switches, poultry time switches, 7-day calendar dial 
time switches, and many others are described and illustrated in 
this folder. 


180—Ceiling Ventilator. Installation and design of the Blo- 
Fan is fully described in a 4-page folder recently made available 
by the manufacturer, Pryne & Co., Inc., Los Angeles 54, Calif. 
The many diagrams illustrate the principle of the Blo-Fan. 


181—Planned Home Laundry. As an aid to architects and 
builders in fulfilling a growing demand for planned home laun- 
drys, Bendix Home Appliances, Inc., South Bend 24, Ind. has 
published an “Architects Handbook.” Profusely illustrated, the 
40-page, board-covered book presents eleven plans for step-sav- 
ing home laundrys. The laundry rooms are lithographed in 
four colors and opposite each is a blue-print of the floor plan. 


182—Network Protectors. A two-color bulletin, GEA-2017C, 
presents a detailed account of the construction, applications, and 
maintenance requirements of the General Electric network pro- 
tectors for a-c secondary systems. Fifty-five photographs, one- 
line diagrams, and data charts illustrate the uses, accessibility, 
and special features of the protectors. The bulletin is available 
from General Electric Company, Schenectady, N. Y. 


183—Line Maintenance Tips. “Chance Tips on Line Con- 
struction and Maintenance” is the title of an instructive bulle- 
tin published from time to time by A. B. Chance Co., 210 N. 
Allen St., Centralia, Mo., manufacturers of line construction 
and maintenance equipment. Chance Tips contains items of 
current interest as well as new products of the manufacturer. 


184—Electrical Equipment Catalog. The Pyle-National Com- 
pany, Chicago, IIl., announces. a complete catalog describing all 
of their products, including the Pylets conduit fittings. The 
catalog contains information on a wide range of plugs and re- 
ceptacles, dust-tight and explosion-proof fittings. fixture han- 
gers, etc. 


185—Flexible Cords and Cord Sets. Lowell Insulated Wire 
Company, Lowell, Mass., has available an illustrated folder de- 
scribing their various types of cords and cord sets. Sizes, colors, 
and other pertinent information is given. 


186—Hot Water Heater. Informative and well illustrated data 
are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland automatic water 
heaters. 


187—Electric Fans. A 25-page, profusely illustrated booklet 
describes in complete detail this company’s line of 1947 fans. 
Booklet available from Emerson Electric Manufacturing Co., St. 
Louis 21, Mo. 


188—Over-All Lighting. The F. W. Wakefield Brass Com- 
pany, Vermilion, Ohio, has announced a_ cleverly illustrated 
booklet which begins with the fundamentals of lighting, pro- 
gresses through the steps of how good lighting promotes easier 
seeing and the importance of adequate lighting in offices and 
drafting rooms, and concludes with discussion of a pertinent 
problem—how to maintain lighting equipment at its originally 
designed performance. 


189—Laurelite Fixtures. Catalog No. 47, published by Zane 
Manufacturing Company, 65 Austin Street, Cambridge 39, 
Mass., describes and illustrates the all-inclusive fluorescent fix- 
ture line of this company. 


190—Fluorescent Strip-Lite. Bulletin No. 147, available from 
Gibson Manufacturing Company, 1919 Piedmont Circle, At- 
lanta, Georgia, describes and illustrates the Strip-Lite fluorescent 
fixture. The booklet also gives diagrams showing installation 
in display cases, general store lighting, industrial lighting, and 
special home lighting. 


69 





being given to such matters as how 
many helpers per journeyman, ques- 
tion of foremen, and allowances for 
traveling time, in order that results 
will be satisfactory alike to workmen 
and contractors. He emphasized that 
arbitration clauses need co-operative 
support from both parties to the 
agreement in order to become really 
effective. 

Laurence W. Davis, who was re- 
cently named executive of the Nation- 
al Electrical Benefit Fund, explained 
the operating details of this new in- 
dustry-wide pension fund for IBEW 
workers in the electrical contracting 
industry, and answered numerous 
questions from the floor as to how 
it will be administered. 

According to Mr. Davis, employer 
contributions to the fund through a 
1 per cent payroll assessment started 
on May 5, 1947, and the first task of 
the National Employees Benefit 
Board will be to set up local boards in 
each area over which a chapter char- 
tered by NECA has jurisdiction, and 
where there are in effect recognized 
labor agreements between the chapter 
and all local unions having trade juris- 
diction over members employed by 
electrical contractors. 

The local boards will supply con- 
tractors with payroll report forms, and 
each electrical contractor will file 
weekly reports and remit to the fund 
an amount equal to | per cent of his 
gross labor payroll paid to members 
of the IBEW. 

The payroll assessments are for the 
primary purpose of augmenting the 
“Pension Benefit Fund of the Broth- 
erhood,” to assure the continuance of 
the $50 monthly retirement pension 
at age 65 for each eligible member of 
the IBEW, in addition to his old age 
social security allowance. Determina- 
tion of who is eligible to receive pen- 
sions rests entirely with the IBEW. 


Electromode Holds 
Sales Conference 


THE THEME of the two-day June 
sales conference of Electromode Corp- 
oration was “Electric Heater Sales in 
1947—Plus,” according to an an- 
nouncement by Thomas B. Owen, 
sales supervior. About fifty Electro- 
mode factory representatives and their 
assistants attended the meeting in 
the Rochester, N. Y. plant, June 2 
and 3, 1947. 

The guests viewed Electromode’s 
all-electric heater production, which 
company Officials say is the biggest in 
the firm’s history. In line with its 
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expanded production, the company 
presented to its representatives a com- 
plete, integrated national advertising 
and merchandising campaign for 1947 
and the first quarter of 1948. 


Lighting Exposition 
Appoints Chairmen 


Reports from chairmen of the re- 
gional attendance committee recently 
appointed indicate mounting interest 
in the 2nd International Lighting Ex- 
position and Conference to be held 
November 3-7, 1947, at the Stevens 
Hotel, in Chicago. 

According to R. W. Staud, vice- 
chairman of the Exposition, these re- 
gional committees are enthusiastically 
getting under way in over 25 cities. 
Readers are urged to contact these 
committees for information on ll 
phases of the Exposition activity and 
particularly the Merit Award Com- 
petition. Each committee has a sup- 
ply of Official Rules Booklets and en- 
try blanks which must be used to ob- 
tain an official registration number. 

Chairmen and vice-chairmen for 
the Southern Region are: Atlanta, 
Georgia—Birch Addington, Benjamin 
Elect. Mfg. Co., chairman, and M. 
L. Whitman, Wakefield Brass Co., 
vice-chairman; Birmingham, Alabama 


—E. B. Richey, Wakefield Brass Co., 
chairman; Dallas, Texas—H. R. Hei- 
tzman, Benjamin Elect., chairman, 
and Geo. E. Anderson, Mitchell Mfg. 
Co., vice-chairman; New Orleans, 
Louisiana—Paul Hogan, Jr., Wak 
field Brass Co., chairman, and Hut- 
son Colcock, Wheeler Reflector Co., 
vice-chairman; and Charlotte, North 
Carolina—E. Dempsey Jones, Wheel. 
er Reflector Co., chairman. 


Florida Chapter, [AEI 
Elects R. A. Miller 


R. A. MItter, electrical inspector 
for the City of Tampa, Fla., was 
elected president of the Florida Chap- 
ter, International Association of Elec- 
trical Inspettors, at the conclusion 
of the two day annual meeting held 
in Orlando, recently. He succeeds I. 
L. Bond, electrical inspector for the 
City of Orlando. 

Other officers elected to serve the 
chapter in the forthcoming year arc 
vice-president, W. S. Stewart, Braden 
ton, and secretary-treasurer, R. O. 
Bushnell, Miami. Elected to the ex- 
ecutive committee were George S. 
Cash, Daytona Beach, chairman; W. 
HI. Dance, Fort Lauderdale; and C. 
R. Randolph, West Palm Beach, and 
Steve Edwards, of Quincy. 


MUSAPHONIC MODEL PASSES FINAL TEST—Completely re-designed, 
the 1947 Musaphonic instruments are now being produced in the General 


Electric plant in Bridgeport, Conn. 


Paul L. Chamberlain (right), manager 


of sales for the Receiver Division, and A. R. Goodwin, general superin- 
tendent, examine the first instrument, a mahogany Chippendale Model 44, 


to pass the final test. 


These receivers incorporate both high and low band 


FM, AM, three short-wave spread bands and an automatic record changer 
ea featuring the electronic reproducer. 
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FOR SAFETY’S SAKE... USE CONDUIT (Full Weight R 


When you say “BUCKEYE CONDUIT” 
you're talking Wiring Safety 


For many years Youngstown ‘Buck- 
eye” has been the most widely used rigid 
steel conduit in the world. It is a standard- 
threaded, heavy wall conduit, properly finish- 
ed inside and out for maximum wiring pro- 
tection and efficient installation and service. 
In every respect it meets the rigid require- 
ments of the industry, as expressed in the 
National Electrical Code. More than a quar- 
ter century of service under the most severe 
conditions has demonstrated that it is 
thoroughly dependable. 


Monte Ech wged. A. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 
GENERAL OFFICES - YOUNGSTOWN 1, OHIO 
Export Offices - 500 Fifth Avenue, New York City 


Manufacturers of 


CARBON 7-0 RO) Ga. 0's Dim 20) ROD Gamn-¥ 8 99 
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So specify and install Youngstown “Buck- 
eye’ wherever you want positive wiring safe- 
ty. It is now available through leading dis- 
tributors in every industrial market. For their 
names and for other information on conduit, 
write, phone or wire our nearest District 
Office. 


Ask your distributor for: 
Youngstown Buckeye Conduit...Pipe and Tubular Pro- 
ducts...Sheets...Plates...Electrolytic Tin Plate...Coke 
Tin Plate... Bars...Rods...Wire...Tie Plates and Spikes. 





[ — of dollars’ worth of top-quality electrical equip- 


ment are now being offered by your Government ata fraction 


of their cost. Most materials are wnused and afford a real 
money-saving opportunity for alert users, commercial buyers 
and exporters. Inventories of various types of equipment are 
held by all War Assets Administration Regional Offices. 
Some items are now being sold on a fixed price basis while 
others will be offered on competitive sealed bid sales. Visit 
your Customer Service Center or write the Regional Office 
holding the inventories to place your name on the mailing 
list for this type equipment. 

EXPORTERS! Your business is solicited. 

Much material which is surplus in the 

United States is urgently needed or is 

readily salable in other countries. Watch 


for our offerings; many of them may be 
of interest to your clients. 
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LIGHTING PANEL BOARDS — DISTRIBUTION PANEL BOARDS. There 
are wall and column types—both large and small capacity. Some have 
interlocked doors for added safety. In many cases, their construction 
permits alteration without disturbing wiring connections. This equip- 
ment will be offered on sealed bid basis. Largest inventories are held 


by: Boston, New York, Cincinnati, San Francisco, Seattle, Birmingham, 
Spokane, Los Angeles and Portland. Other regions have smaller stocks. 


* * * 


FLOOR BOXES AND COVERS — SCREWED CONDUIT FITTINGS — 
JUNCTION, SWITCH AND OUTLET BOXES AND BOX COVERS. Some 
standard, some explosion-proof, a// of these units are of high quality and 
proved dependability. There are many types and sizes available to meet 
your needs. Some items are being sold on a fixed price basis, others on 
competitive sealed bid. Large inventories are held by the following Re- 
gional Offices: Boston, Chicago, Little Rock, Los Angeles, New York, 
San Francisco, Seattle and Spokane. Other regions have smaller stocks. 


* * * 


CIRCUIT BREAKERS— OIL CIRCUIT BREAKERS— AIRBREAK SWITCHES 
—SWITCHBOARDS— ASSORTED ELECTRICAL SWITCHGEAR. Both oil 
and air types of circuit breakers are offered in this great sale. Many types 
and sizes of panels and electrical switchgear are available and all are 
of high quality. This equipment will be offered on both Fixed Price and 
Sealed Bid Sales. Regions holding largest inventories: New York, Phila- 
delphia, Denver, Chicago, Richmond, Atlanta and Detroit. Other 
regions have smaller quantities. 


; OFFICE OF GENERAL O1sSPoOSsaAat 


WAR ASSETS ADMINISTRATION 








Offices located at: Atlanta + Birmingham «+ Boston + Charlotte « Chicago 

Cincinnati + Cleveland + Denverje Detroit§e Grand Prairie, Tex. « Helena 
Houston « Jacksonville » Kansas Cify, Mo. « Los Angeles « Louisville » Minneapolis 
Nashville « New Orleans » New York « Omaha « Philadelphia « Portland, Ore. + Rich 
St. Lovis + Salt Lake City + San Antonio «+ San Francisco + Seattle - Spokane + Tulsa 
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BullDog Removes Price 
Protection Clause 


To HELP INCREASE confidence by 
insuring firm prices to the building 
construction industry, BullDog Elec- 
tric Products Co., Detroit, has an- 
nounced the elimination of the escala- 
tor or price protection clause from all 
quotations and order acknowledg- 
ments. 

According to J. J. Mitchell, Bull- 
Dog’s vice-president in charge of sales, 
their distributors were notified of the 
elimination of the escalator clause on 
April 21, 1947, the date the new 
policy took effect. 

“We firmly believe this move is in 
the interests of a stabilized economy 
and in line with President Truman’s 
recent price messages,” Mr. Mitchell 
said. “Although we have no guaran- 
tee that our costs will not rise, it is 
extremely gratifying to give our distri- 
butors and users definite assurance 
that we are opposed to any further 
price increases.” 


S. F. High Elected 
To Head NISA 


SELDEN F. Hicu, Sullivan Electric 
Company, Cincinnati, Ohio, was 
elected president at the recent nation- 
al convention, held in Detroit, of the 
National Industrial Service Associa- 
tion, Inc. Other officers elected 
were: vice-president, R. E. Ward, 
Electric Motor & Repair, Raleigh, N. 
C.; secretary, Wm. S. Giles, Giles Ar- 
mature & Electric Works, Marion, [I1.: 
and treacurer, H. E. Grant, Tennes- 
see Electric Motor Service, Nashville, 
Tenn. 


New Building Planned 


For American Electric 


Construction of a new building 
at an estimated cost of $78,000 or 
more to house the company’s expand- 
ing wholesale electrical trade in the 
Southwest was announced recently 
by A. L. Goodman, manager of the 
Wichita, Kan., plant of the Ameri- 
can Electric Company. 

The new building will provide the 
Wichita plant with 27,000 square 
feet of merchandising, display and 
warehouring space. Work has begun 
on the structure, Mr. Goodman said. 

The American Electric Company 
plant was established in Wichita in 
1928 and is a branch of a firm with 
headquarters in St. Joheph, Mo. 
Head of the company is L. E. Reid, 
of St. Joseph, who has been president 
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of the firm, which he established, for 
the past 50 years. With only one 
known exception, the American Elec- 
tric Company is reported to be the 
oldest independent wholesale electric- 
al supply house in the United States 
existing under the same name and 
management since its founding. 

The interior of the new plant has 
been carefully planned for efficient 
operation. It will include areas for 
special warehouse items, packaging 
and shipping. ‘The front portion of 
the building will provide space for 
offices, salesrooms, and display of 
merchandise, incorporating the latest 
electrical improvements. 


Charlotte Dealers See 
Bendix Laundry Ensemble 


Ture BeEnpIxX ENSEMBLE Of home 
laundry equipment was demonstrated 
before dealers and salesmen of the 
Carolinas in a series of three conven- 
tions of Bendix dealers, sponsored by 
Southern Appliances, Inc. of Char- 
lotte, N. C., distributors. The mect- 
ings were held in Charlotte, Raleigh. 
and Columbia. The display included 
the Bendix Automatic Home Laun- 
dry ensemble—washer, dryer and iron- 
er. This was the first showing in the 
Southeast of the Bendix ironer, ac- 
cording to Calvin D. Mitchell, South- 
ern Appliances president and host to 
the conventions. 


Representing the Bendix factories, 
located at South Bend, Ind., were 
Norwood D. Craighead, national sales 
manager of the ironer division, and 
Grant Layng, head of the apartment 
house and builders division. They 
made the principal talks and product 
presentations. 

Mr. Craighead announced that pro 
duction is proceeding at full speed at 
the Bendix factories. He said the 
schedule provides for production this 
year of 100,000 of the newly perfect 
ed ironers, a production which he 
scribed as equal to half of the prey 
ous average annual output for th 
entire ironer industry. 

The Bendix official pointed out 
that the advent of the Bendix was! 
er ten years ago marked a “milestonc 
of progress” in providing home laun 
dry equipment. The advent of th 
ironer, he added, marks another Ben 
dix milestone in providing a new com 
plete ensemble of home laund: 
equipment. 


Special Power Rate 
For Co-operatives 


AutHority has been granted 
North Carolina State Utilities Com 
mission to the Duke Power Compan 
for establishing a special rate of “5 
mills per kilowatt hour for electricity 
sold to the 15 co-operatives that 
supplies in the state. 


Dealers and their salesmen of the Charlotte area learned how to demonstrate 
home laundry equipment at a convention held recently by Southern Appli- 


ances, Inc. 


On the platform (from |. to r.) are: Calvin D. Mitchell, presi- 


dent, Southern Appliances, Inc., Charlotte; Grant Layng and Norwood D. 
Craighead, both of Bendix Home Appliances, Inc.; and Delia Copley, home 
service director, Southern Appliances, Inc. 
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New Orleans Distributor 
Holds Dealer Meetings 


THe NEw Eureka Home Cleaning 
System was shown in a series of dealer 
meetings held recently by Industries 
Sales Corporation, New Orleans, 
wholesale distributor for Eureka pro- 
ducts. 

Samuel B. Peppers of Atlanta, 
southern regional sales manager of 
Eureka Williams Corporation, addres- 
sed the group of dealers in each of 
these meetings. Others who presided 
at the meeting included J. O. Crary, 
president, Industries Sales Corpora- 
tion; W. H. Bramblett, secretary and 
treasurer, and Alvin Mack, city sales 
manager for the distributor at New 
Orleans. T. J. Baker, Mississippi dis- 
trict representative, conducted the 
meeting in Jackson, Mississippi. Har- 
old Bourdier, Louisiana district rep- 
resentative for the distributor, con- 
ducted the meeting in LaFayette, 
Louisiana, assisted by J. O. Crary. 

The large group of dealers and pow- 
et company executives who attended 
these meetings were also shown Eure- 
ka’s automatic cordless electric iron. 
Through the special arrangement of 
pantomine demonstration all of the 
advantages of the cordless iron were 
explained to the group. 



























Vacuum Sales Double 
According to Hoover 






Sates in the vacuum cleaner in- 
dustry for 1947 are expected to ex- 
ceed four million vacuum cleaners, al- 
most double the sales for 1946, H. 
W. Hoover, president of the Hoover 
Company, said recently at the stock- 
holders’ annual meeting at the Hoo- 
ver plant, in North Canton, Ohio. 

“Judging from current reports and 
production rates for the year to date,” 
said Mr. Hoover, “indications are that 
the anticipated number of vacuum 
cleaners manufactured will be realized 
ind that 1947 sales will exceed four 
million cleaners. This contrasts with 
sales of approximately 2.290,000 in 
1946, and 1,670,000 in 1941. 

“The Hoover Company proposes to 
deal with this situation by materially 
increasing its production output. By 
working some departments three 
eight-hour shifts per day, we expect 
it least to double our output, contrast- 
ed with the year 1941. 

“This company and the vacuum 
cleaner industry in general are looking 
forward with encouragement and en- 
thusiasm to the market that exists and 
will continue to exist for several vears. 
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In width and depth the new General Electric de luxe 8-cubic-foot refrigerator 
is similar to the average 6-cubic-foot model, yet it has two cubic feet of 


additional storage space. 


economists crammed an assortment of food into an old “six 


To determine the increased capacity, G.E. home 


* and a new 


“eight”—with the results illustrated here. 


“The market for vacuum cleaners 
can to some extent be judged by the 
fact that approximately 30,000,000 
homes in the United States are poten- 
tial customers for vacuum cleaners. 
No more than one-half of these wired 
homes have ever owned a vacuum 
cleaner, and a high percentage of the 
cleaners now in use are badly worn 
and deserve replacement with newer, 
more efficient models.” 


New G-E Refrigerators 
Feature Larger Capacity 


Two ADDITIONAL cubic feet of 
refrigerated storage space are made 
available to the American housewife 
by General Electric’s 1947 line of 
standard space-making refrigerators, 
it has been announced by L. H. Mil- 
ler, manager of the company’s house- 
hold refrigerator division. 

Leader of the new line is a de luxe 
refrigerator, designated the ND-8, 
that occupies the same amount of 
floor space as an average six-cubic- 
foot box, but which has a full eight 
cubic feet of storage capacity. This 
model is now on sale. 

Other models, which will be gen- 
erally available, are a_ six-cubic-foot 
refrigerator with the floor dimensions 
of an average “four”; low and med- 
ium-price eight-cubic foot refrigera- 
tors with the floor dimensions of an 


average “six” and one ten-cubic foot 
de luxe refrigerator with the floor 
dimensions of an average “eight’’. 

According to Mr. Miller, the in- 
creased storage capacity of the com- 
pletely restyled and redesigned models 
has been made possible by the com- 
pany’s development of a new, much 
more efficient and much smaller her- 
metically sealed refrigerating unit. 

“Thanks to this new unit, we have 
been able to reduce the unrefrigerated 
space in the bottom of the refrigera- 
tors and increase the practical use of 
the cabinets an average of 33 per 
cent,” he said. 


Cataloging Program 
Announced by Gibson 


Rounpinc our its sales promo- 
tional campaign, Gibson Manufactur- 
ing Company, 1919 Piedmont Circle, 
N. E., Atlanta, fluorescent fixture 
manufacturer, announcing a new Cata- 
loging program which will place com- 
plete information on its fixtures in 
the hands of the trade. 

Prepared in a form preferred by 
architects, engineers, contractors, and 
the trade, the program goes out under 
the heading of “Blueprint for Bet- 
ter Lighting.” The catalog will go 
forward in sectionalized form with 
detailed information on each indivi- 
dual fixture. 
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Copies of Bulletin 147 describing 
the Gibson Strip-Lite for home, bus- 
iness and industry use are now avail- 
able upon request. 


Frigidaire Reopens 
Southern Branch 


FRIGIDAIRE’s current nation-wide 
expansion program was exemplified 
in a statement by F. M. Davison, 
Southeastern regional manager, who 
announced the re-establishment of the 
Birmmgham branch of the Frigidaire 
Sales Corporation along with re-ap- 
pointment of L. W. Curl as branch 
manager. 

“The reopening of this branch is 
an indication of the importance that 
Frigidaire is placing on the market 
potential of the Birmingham  terri- 
tory,” declared Mr. Davison. “Re- 
establishment of the Birmingham 
branch is a significant step forward 
in the company’s over-all expansion 
program. Extensive new product lines 
are being introduced. Production is 
being stepped up as fast as circum- 
stances permit. The field organiza- 
tion is being strengthened and readied 
for the tremendous job ahead—thc 
job of moving vast quantities of new 
household appliances and commercia! 
refrigeration products to the ultimate 
user.” 

Mr. Curl was manager of the Birm- 
ingham branch at the time it was dis- 








continued during the war years. 
Meanwhile, he has been branch man- 
ager at Baltimore and, more recently, 
has been in charge of activities in the 
Birmingham territory preparatory to 
reopening the branch. He has been 
associated with Frigidaire for more 
than 20 years. 


Full-Time Inspector 
In Carolina County 


AT A RECENT MEETING in Greens- 
boro, N. C., the Gudford County 
Commissioners voted to employ a full- 
time salaried county electricial inspec- 
tor, replacing the old system of pay- 
ing a part-time electrical inspector on 
a fee basis. 

The new inspector will be selected 
from applicants who qualify in an ex- 
amination given by N. E. Cannady, 
state clectrical inspector. The posi- 
tion will carry a salary of $225 to $250 
a month. 


Anti-Picketing Bill 
Passed By Texas 


A BILL PROHIBITING any person Or 
group of persons from picketing a 
public utility, where such picketing 
is done with the intention of disrupt- 
ing service to the gencral public, has 
been signed by Governor Jester, of 


Texas. 


IDENTICAL FREEZER AND REFRIGERATOR—Two units, with identical 

exterior styling, are being offered by the Norge Division, Borg-Warner 

€orporation, as a combination designed to provide maximum frozen and 
conventional refrigerated storage at minimum cost. 
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It is the second bill to be signed 


by the governor along this line, the 


first having been the Bell “open shop” 
bill which forbids making union mem- 
bership or non-membership the basis 
for employment in Texas. 

Three other bills (a) prohibiting 
mass picketing, (b) outlawing strikes 
by public employees, and (c) mak 
ing unions liable for damages result 
ing from strikes have passed the Texas 
house of representatives and hay¢ 
been favorably reported by the state 
senate labor committee. 


Lineman’s Manual 


Published by EEI 


SAFETY PRACTICES for electric util 
ity linemen, with emphasis on the cor 
rect use and care of their pole climb- 
ing equipment, are presented in a 
30-page manual just published by the 
Accident Prevention Committee of 
the Edison Electric Institute. En 
titled ‘““Use and Care of Pole Climb 
ing Equipment,” the manual covers 
the recommended methods for hand- 
ling and maintenance of the body 
belt, safety strap, climbers, leg strap 
and other aids employed many times 
each day by electric linemen. 

Photographs and text describe the 
purpose of each item of equipment, 
and list many practical tips on prop 
er adustment, use on the job, and the 
care required to keep it in safe condi 
tion. The section on climbers, for 
example, illustrates and describes 
proper methods for fastening the 
climbers to the legs; how to adjust 
foot straps for comfort and _ safety; 
proper use of the climber pad, and the 
adjustment of the leg strap. Other 
equipment used by linemen is covered 
in as great detail. 

“Use and Care of Pole Climbing 
Equipment” is available from the Edi- 
son Electric Institute, 420 Lexington 
Avenue, New York 17, N. Y., at 25 
cents per copy. 


Carolina Section, AIEE 
Elects E. W. Olschner 


AT THE SPRING MEETING of the 
North Carolina Section of the Ameri 
can Institute of Electrical Engineers, 
held in Raleigh, N. C., FE. W. Ol 
schner, of Tarboro, was elected chair- 
man. 

Chilton R. Jones, Tarboro, was 
elected secretary-treasurer; and Nels 
H. Erlandson, Raleigh, R. B. Horn- 
ing, Charlotte, and W. F. Sanders, 
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on the executive committee. 

Speakers heard at the meeting and * 
their subjects included Prof. S. W. o 
Voltage Research Laboratory at Cor- e IMMEDIATE SHIPMENTS 
nell University, “Lighting Protec- 
tion”; J. O. Leslie, consultant director . " f, « oy 4 = Ca @ 
of safety, Gilbert Associates, Inc., ° aAUrttt tes 
“Design for Safe Operation”; and 

° f Ivory and Brown 

lege, “Modern Developments in Sub- ° Y 
marine Cable Transmission.” ® 

Roy A. Palmer, merchandising and ® 
Company, was the banquet speaker. & 
gineering Features of Illumination.” bi | | || aa 
H. B. Wolf, national vice-president 7 eersces Mega? Saad oo & 22 
f AIEE, gave a brief address. No. .104 i Ph | bea | No. 106 


Badin, were elected to membership 
@®eeeeeeeeeeeeeeeéwewe zs 
Zimmerman, director of the High 
Robert W. Bivens, N. C. State Col- 
idvertising manager, Duke Power SWITCHPLATES 
Mr. Palmer’s subect was “Some En- ° 
Duplex Receptacle Plate Single Receptacle Plate 


as Brown $52 per 1000 miid ri | Brown $52 per 1000 
Ivory $60 per 1000 I j | Ivory $60 per 1000 


Eureka Announces 
Waste Disposer 





A NEW ELECTRIC food waste dis- 
poser for home kitchens has been per- 
fected by the Eureka Williams Corp- 
oration, it was announced by George 
T. Stevens, executive vice-president 
and manager of the Eureka division. ate pyr stray: Ra gag 

Manufacturing facilities have been H Ivory $60 pte 1000 

B expanded at the Bloomington, IIl., 
plant for production of the new dis- 
poser, and volume output is expected 
by July of this year, he said. 

“Several hundred units have been 
tested in homes throughout the Uni- 
ted States, some for more than two 
years,” Mr. Stevens said, “and we are 
now ready to begin production.” 

Pointing out that the new home 
appliance takes care of all kitchen re- 
fuse and is easily installed beneath 
the drain of the average sink basin, 
Mr. Stevens said the unit pulverizes 
the refuse into small waste particles 
that immediately flush down the 
drain with water from the faucet. 

Inside the Eureka disposer are two 


impellers that are whirled around Two Gang Toggle Plate Combination One Gang Toggle 
when in use, and centrifgual force Brown $104 per 1000 and Duplex Receptacle Plate 
Ivory $120 per 1000 Brown $104 per 1000—Ivory $120 per 1000 


wings them outward against a slot- 
ted steel ring. As the impellers force Orders shipped the same day they are received. Each plate 
the food waste through the slots, it packaged in an individual envelope complete with screws. 
pulverized into a mash finer than Prices quoted are for wholesale electrical supply houses and 
coffee grounds. The impellers are re- jobbers only. Samples sent upon request. 
tractable so there is no possibility of Terms: less 2%, 10 days. F.O.B. Los Angeles, 


amming. 


The disposer operates oniy when = 
the cover is in operating position, PLACE YOUR ORDER TODAY! 
and will not run when the drain is 
open. 

The new device augments Eureka’s wag 
Serdirsonieodinagis <cnnagelan-tcele ALL-PLASTIC MANUFACTURING CO. 
which includes new complete home 501 N. Figueroa St. « Phone TRinity 0851 + Los Angeles 12, Calif. 
leaning systems and the cordless elec- 
tic iron. 



























































Address all correspondence to P.O. Box 2135, Terminal Annex, Los Angeles 54, California ; 
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Names in the News 











Edward R. Taylor has been ap- 
pointed merchandising manager, Hot- 
point Inc., Chicago, L. C. Truesdell, 
vice-president in charge of marketing, 
announced recently. Mr. ‘Taylor 
comes to Hotpoint from Zenith Radio 
Company. 

In his newly-created position, Mr. 
Taylor will direct all of the company’s 





Edward R. Taylor 


advertising sales promotion, sales plan- 
ning, sales training, and kitchen plan 
ning activities. 

Before joining Zenith, he was as- 
sociated with automotive advertising 
and merchandising for General Mo- 
tors Corporation since 1924. Mr. 
Truesdell said that the new executive 
position was created to co-ordinate 
marketing service functions under 
Hotpoint’s expansion program by 
which products output will be tripled 
in the company’s complete electric 
kitchen, home laundry, and electric 
commercial cooking equipment lines. 

J. C. Richert, Jr. has been appoint- 
ed manager of divisions for the Caro- 
lina Power & Light Company, in 
Raleigh, N. C., L. V. Sutton, presi- 
dent, has announced. 

Mr. Richert joined the company 
upon his graduation from N. C. State 
College in 1924, with a degree in elec- 
trical engineering. His first assign- 
ment was as local manager in Zebu- 
lon. He then served as local man- 
ager in Wadesboro and in Dillion, 
after which he was made district 
manager at Marion, a position he 
held for ten years. In 1939, he re- 
turned to Raleigh for work in the 
Distribution and Service Department. 
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In 1944, he was made general oper- 
ating superintendent in Asheville. 

Robert G. Fortune, formerly divi- 
sion distribution engineer, will suc- 
ceed Mr. Richert as general operating 
superintendent for the Western Di- 
vision. 

“ xe * 

Promotion of John M. Otter to 
the position of general sales manager 
of Philco Corporation was announced 
by Thomas A. Kennally, vice-presi- 
dent in charge of sales. Mr. Otter 
has been a member of the Philco or- 
ganization since 1926 and, for the 
past three years, he has been sales 
manager of the Radio Division. 

With 21 years of active Philco 
sales experience behind him, Mr. Ot- 
ter has been selected for the key po 
sition of general sales manager be 
cause of his record in helping to create 
the nationwide Philco selling organ- 
ization that includes over 134 whole- 
sale distributors and about 27,000 
dealers. 

ae ra a 

W. H. Berry Company, factory 
representative at 88 Pryor St., S. W., 
Atlanta, Georgia has expanded opera- 
tions and the sales staff now includes 
three salesmen in addition to W. H. 
(Bill) Berry. 

J. H. Berry will travel the states of 
Tennessee, northern Georgia, north- 
ern Alabama, and northern Missis- 
sippi. 

E. H. Elsberry will travel North 
and South Carolina and eastern 
Georgia. 

J. C. Smith will have as his terri- 
tory, south Georgia, Florida, southern 
Alabama, and southern Mississippi. 

All salesmen will operate out of 


the Atlanta office and warehouse. 

The Berry Company was recently 
appointed representative for Mobilite, 
Inc., lighting fixture manufacturers 
of Jersey City, N. J. The company 
will represent Mobilite in the follow- 
ing states: Florida, Georgia, Alaba- 
ma, Tennessee, Mississippi, North 
Carolina, and South Carolina. 

* * * 


William A. MacDonough, assist 
ant sales manager for General Mills’ 
Home Appliance Department, has 
promoted to sales manager, it is an- 
nounced by R. E. Imhoff, Mechani- 
cal Division vice-president and man- 
ager. 

Mr. MacDonough has had a varied 
career in sales and advertising fields 
He was formerly vice-president in 
charge of sales and advertising for 
Burr, Patterson & Auld Company, De- 
troit; on the merchandise sales staff 
of Graybar Electric Company, De 


-troit; and an account executive with 


the Jam Handy Organization, produc 
ers of industrial films. 

In the summer of 1945, Mr. Mac 
Donough was named sales promotion 
manager for General Mills’ new line 
of home appliances sponsored by Bet 
ty Crocker. He was made assistant 
sales manager in August, 1946. 

*x = * 

The appointment of Gordon S. 
Hughes as merchandising manager of 
the Fixture Division of Sylvania 
Electric Products Inc. has been an- 
nounced by Garlan P. Morse, gencral 
merchandising manager of Lighting 
Products. 

In his new capacity, Mr. Hughes 
will handle merchandising and sales of 
all lighting fixtures manufactured by 
the company. Since joining Sylvania 
Electric in 1940 as a sales correspond 
ent, he was subsequently appointed 
supervisor of sales service and then 
merchandi ing supervisor. 





J. H. Berry 


E. H. Elsberry 
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A Harvard graduate and an active 
member of the Illuminating Engineer- 
ing Society, Mr. Hughes was associ- 
ated with Century Metalcraft Carp- 
oration, in Boston, before joining 
Sylvania. 

* x * 

K. E. Fenderson, gencral counscl. 
and J. Shirley Gracy, director of per- 
sonnel, of Florida Power Corpora- 
tion, have been elected vice-presidents 
of the utility, according to an an- 





K. E. Fenderson 


nouncement by A. W. Higgins, presi- 
dent. 

Mr. Fenderson, who has been as- 
sociated with the legal work of the 
utility since 1925, is a graduate of 
New York University and attended 
Harvard. 





J. Shirley Gracy 


Mr. Gracy, who started the com- 
pany’s personnel department ten years 
ago, has been with Florida Power 
since 1927, shortly after he graduated 
from the University of Florida. Long 
active in labor relations work in the 
Southeast, Mr. Gracy served on sev- 
eral wartime committees of the War 
Manpower Commission and War 
Labor Board. He is serving as chair- 


; man of the personnel section of the 
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Southeastem Electric Exchange and 
the City Employees’ Pension Board 
at the present time. 

* x * 


A. L. Moore has been named 
Southeastern representative for the 
Toastmaster Products Division of Mc- 
Graw Electric Company, Elgin, IIl., 
it was announced recently by W. F. 
O’Brien, gencral sales manager. 





A. L. Moore 


Mr. Moore will work on both do- 
mestic and commerical products, mak- 
ing his headquarters in Atlanta. He 


was formerly associated with the 
American Recording Artists, Inc. 
x aK 


The Crouse-Hinds Company an- 
nounces the recent appointment of 
E. R. Monesmith as general sales 





E. R. Monesmith 


manager with headquarters at Syra- 
cuse, New York. 

At the same time, R. P. Northup 
was appointed assistant to the general 
sales manager. 

A. F. Hills, vice-president, contin- 
ues as director of sales. 

The Crouse-Hinds Company, 
which manufactures lighting equip- 
ment, traffic signals, and condulets, 
celebrates its 50th anniversary in 1947. 
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News from the South 








North Little Rock, Ark.—Newest 
retail outlet here for radios and elec- 
tric refrigerators, washing machines, 
home freezers, etc., is the Ellis Home 
& Auto Store, which has just opened 
for business at the corner of Fourth 
and Main streets. T. E. Ellis is own- 
er and M. O. McHaney, is manager. 

a « a 

Russellville, Ark.—The ‘Turner 
Electrical and Appliance Service, own- 
ed by Andy Turner, Jr., has leased a 
new building on Boulder Street, and 
has changed the firm’s name to Home 
Appliance Center. 

% B x 

Deland, Fla—Brandon Electric 
Company, Inc., of this city, has been 
granted a charter by the Secretary of 
State. Authorized capital stock is 1,- 
000 shares, no par. Incorporators 
are Carl J. Brandon, Frank Bell, and 
others. 

oe aE * 

Jacksonville, Fla.—Harold Ashley 
Company, which was located at 802 
Hogan Street, since their start in the 
electrical appliance business, has 
moved into its new modern building 
close by the Southside Post Officc, 
1636 Hendricks Ave. 


Palmetto, Fla.—The new addition 
to the Scott Electric Company’s build- 
on Eighth Ave., which almost doubles 
the space of the original structure, is 
now almost complctcd. 

* x 

St. Petersburg, Fla—The building 
at the corner of Sixth and Central 
avenues is being remodeled for oc- 
cupancy by Millsap Appliance Com- 
pany, currently located at 837 Central 


Ave. 


Macon, Ga.—The Lighting I’ixture 
Supply Company has been chartered 
to deal in electrical and mechanical 
lighting fixtures, appliances, and ac- 
cessories. 

x “ od 

Burlingame, Kan.—Robert Satzler 
has opened an electrical shop on East 
Santa Fe Avenue, where he will do 
electrical repair work, air conditioning, 
and refrigeration. 


El] Dorado, Kan.—Golden-McLean 
Appliance Company has announced 
two new services through its store— 
electrical refrigeration and radio te- 
pairs. The refrigeration service will 
be under the direction of Clarence 


Smith, and the radio repair service 
will be in charge of A. F. Shogran. 
* * td 


Hugoton, Kan.—Don Wilson and 
Grant Burditt have purchased the 
electrical stock of Porter-Richardson 
Electric Company and have opened a 
new business, the Hugoton Electrica) 
and Appliance Co. 

x x % 

Wichita, Kan.—New manager oi 
the Mid-Town Appliance Company, 
211 S. Broadway, is Glenn Paxson 
Mr. Paxson was formerly in the ap 
pliance business in Dayton, Ohio, and 
during the war was with the Mi 
western Procurement District. 

* x x 

Glasgow, Ky.—Capitalized at $100,- 
000, Central Electric Company ha 
been granted a charter by the Secr 
tary of State. The incorporators 
clude Sewell C. and Lucille C. H 
lin, and J. R. Carver. 

3 * 


x x 


Louisville, Ky.—The Marine Elec- 
tric Company, has filed articles of in 
corporation, listing capital stock at 
$150,000. Samuel B. and S. W. 
Storm, Gilbert T. Thirlwell, and 
Ewing Wieglieb were listed as thc 
corporators. 

* x * 

Louisville, | Ky.—Krauth-Campbe 
Electric Company, of Louisville, ha 
been granted a charter by the Sec: 
tary of State. Authorized capita 
stock is $25,000. Incorporators ar 
Robert R. Campbell, Norbert \. 
Krauth, and James B. Young. 

x *« 

Abbeville, La.—The Bernard Elec 
tric Shop, owned by Leo A. Bernard 
and located in Erath, has been open 
ed for business. The shop will handle 
electrical appliances and auto parts 
Mr. Bernard is specializing in hoi 
wiring and electrical repair work. 

od cd xe 

Alexandria, La.—George C. Cole- 
man, owner and operator of Col 
man’s Radios & Appliances at 171° 
Jackson Street, has announced the as- 
sociation of Wade E. Watson in the 
business and a change in its nam 
to Coleman-Watson Radios and Ap 
pliances. The firm will feature new 
lines of radios and appliances. 

x * id 

New Orleans, La.—H. H. Gilbert 
is the new manager of Kirschman’s 
enlarged electrical appliance depart- 
ment. 

*% * * 

Jefferson City, Mo.—Garrett Radio 
and Electric Company, 117 Fast 
High Street, has been sold to Chester 
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). Balmer and O. Lee Munger, who 
ve taken possession and will hold a 
mal opening ceremony soon. They 

handle appliances, radios, phono- 





h and 


the fpupls, and shect music. 
itdsor fest? 
ned 2 Monett, Mo.—An clectric shop has 
trica) en opened by H. KE. Millikan on 

fth Street. 
EOL St. Louis, Mo.—Rothman Radio & 
pany, —B\»pliance Company, local chain, will 
xSOn cn a store in the downtown section, 
yal ording to Isadore Rothman. ‘The 
> ATIC y store, to be located at 711 Olive 
Mix treet, will have 1,080 square feet of 
pace at street level. 

100, 

* St. Louis, Mo.—The Whitc-Rodg- 
et Electric Company, 1209 Cass 


wenue, has purchased a_ three-story 
H ding at ‘Twelfth and Gratiot 
now occupicd by Westing- 
Electric Corporation. Com- 
officials stated, however, that 
‘purchase was made for investment 
poses and no definite plans for 





1K ccupancy have been made. 
Asheville, N. C.—Members of the 
organization at Sterchi’s were 
ests of Calvin D. Mitchell, presi- 
of Southern Appliances, Inc., 
wlotte, at a dinner party at the 
Vanderbuilt hotel in May. 
\mong the out-of-town guests were 
Douglas M. Matthews, district sales 
\ anager for the Carolinas; A. G. Du- 
Rant, sales manager for Southern Ap- 
inces, and John Rhinchardt, dis- 
manager for Southern Appli- 
ae nees, Inc. 
G — 
le Hillsboro, N. C.—Arthur Cole has 
en named clectrical inspector to 
ieceed George Gilmore, resigned. 
* * 
Raleigh, N. C.—Attorney Gencral 
.. Harry McMullan has ruled those who 


| auto radios, accessories, ctc., are 
= perators of service stations and are 
ibject to the state’s graduated license 
tax and also to license tax levied 
v municipalities. 


Winston-Salem, N. C.—Dclwatt’s 
Radio & Electronics Institute, Inc., 
has been granted a charter to conduct 

radio and electronic college. 

\uthorized capital stock is 50 shares, 
)par value. Incorporators are Curt- 
’ Todd, Robert L. Brown, both of 
Winston-Salem, and J. Kenneth Lec, 
Greensboro. 
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Idabel, Okla.__Joe Prince has open- 









Sepco Electric Water Heaters have pioneered 

| in design and construction since 1915! 

_ Today, 32 years of research and engineering 

| advancement is paying-off for Sepco dealers 

. . . im customer satisfaction and increased 

| Sales, 

Utility and home-user tests prove Sepco 
Electric Water Heaters are built to give 24 
hour daily service year after year. The supply 

of clean, even-tempera- 

ture hot water is never 
exhausted. 
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Sy AUTOMATIC ELECTRIC HEATER CO., INC. 


WATER HEATERS 
Offices and Factory ¢ Pottstown, Pa. 








ed his new appliance store in the 
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north half of the remodeled West- 
Haizlip Building on North Central 
Avenue. ‘Tlic store will be known as 
the Joe Price Appliance Company and 
will handle refrigerators, home freez- 
ers, stoves, light fixtures, radios, and 
other appliances. 


McAlester, Okla.—Lon Ellis, form- 
crly of Oklahoma City, has opened 
an appliance and tire store here. 


Bennettsville, S$. C.—Miller Electric 
Company, of Bennettsvillc, has been 
incorporated with capital stock of $2,- 
000 to engage in the electrical con- 
struction business. I). W. Miller is 
president. 


Columbia, S. C.—State Radio & 
Appliance has occupied its new quart- 
crs at 1228 Assemblv Street 

% * 

Greenville, S. C.—J. ‘I’. Melton, 
Inc., of this city, has becn organized 
with capital stock of $30,000 to deal 
in appliances and hou-chold furnish- 
ings. J. IT. Melton is president. 


Marion, S. C.—With Ben Gause 


as proprictor, the Gause Company has 


opened on Main strect, handling 
washing machines, irons, vacuum 
cleaners, etc. 

as x Bs 


Chattanooga, Tenn.—With L. B. 
Jackson manager, the Crisman 
Hardware Companv has rcopened its 
clectrical appliance department. 


ds 


Knoxville, Tenn.—Shaw & Com- 
pany, handling furniture,  clectric 
ranges and refrigcrators, ctc., has op- 
ened for business at 319 North Gay 
Strect. 


Knoxville, ‘T'enn.—'l'ennessee Heat- 
ing & Air Conditioning Company has 
been reorganized. New officers arc: 
W. J. Sterchi, president; W. 1°. Johns, 
Sr., vice-president; N. W. Bradlev, 
ecretary-treasurcr and sales manager. 

x cd 

Knoxville, Tenn.—The Fielden Fur- 
niture Company, which handles ap- 
pliances, radios, ctc., has spent $150,- 
000 remodeling and enlarging floor 
space to $0,000 square feet. The 
store is located at the corner of Gay 
Street and Commerce Avenuc. Carl 
R. Fielden, Sr., is general manager. 

Dallas, Tex.—The Gav Electric 
Company has opened for business in 
its new home at 3201 Commerce 
Street. The building, which was built 








at a cost of $25,000, contains 6,500 
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square fect of floor space, with 0} 


fices, display and sales rooms, an 


warehouse. ‘The firm is owned an 


operated by Roy D. Gay and } 
son, Ferris M. Gay. 
Dallas, Tex.—Prentiss J. Hawkin 


has been made general sales manage 
of Marlin 
lighting fixtures, heating applianc 
and ventilating equipment. 


FE] Paso, Tex.—With Leslie 
as manager, The Vogue has openc 
a new home appliance department 


Jefferson, Tex.— ‘I’. P. Love of Lir 
den, Texas, will open a new clec 
supply business in Jefferson, 
near future. 


Portsmouth, Va.—C. W. West, Jr., 


has sold the West Appliance Com 
pany, 3407 High Street. to Ph 
Brodic & Company, 906 High 
West concern will be operated 
branch of the Brodic firm, 
stated. 


Th 


Roanoke, Va.—Scott Radio & Elec 
tric Company: has opened at 315 
Eleventh Strect, N. W. 


Roanoke, Va.—Speed Radio Sery- 
ice Company has opened at 365-A 
Church Avenue, West. 


Charleston, W.Va.—Lewis, Inc. 
has been granted a charter to dea 
clectrical appliances under authorized 
capital stock of $10,000. Incorpora 
tors are O. V. Lewis, Carson R. | 
and Samucl D. Lop‘nsky, allo 
Charleston. 

i 

Charleston, W.Va.—Some 300 deal 
recently of the \ 
Company, Gencra 
Klectric appliance — distributors 
West Virginia and Kentt 
and Ohio, which held a scrics of f1 
and demonstrations fos 


were gucsts 
IIectric 


crs 


cinia 
parts 


conferences 
the dealers. 


Mercury Vapor Lamp 
Application Data 


(Continued from page 62) 


and motion picture printing, photo 
enlarging, and similar uscs. In addi 
tion to the gencral advantage of th 
actinicitvy of the light. in some cas 
a narrow band of the ultraviolet alon: 
is uced to improve the grain quality of 
the print. 

The high brilliance of mercury va 
por arc discharges suegests them as 
light sources for scarchlights, and to 
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i dav thousands of Weather Bureau “ttt = 

I cloud height measuring devices are in (ll 

continuous use throughout the world. | | 
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[hese utilize the tremendous bril- 
ance of the A-H6 lamps. ‘They also 
ake advantage of the fact that the 


KZ 


FOR VOLUME-- 3 








WKINE \cht goes completely out 120 times 

ANIC. second when operating on 60 cycle 3 

TS OW% sjternating current. ‘This makes it PROFITS, T00-- = 

rang possible to segregate the light from = 4 
the searchlight from any other light é Ss. VA, Ss 
entering the receiver. A ax! ell al 5. = 

Hale The application of sun lamps has ROE ; 


ened recently been stimulated by the devel- 

nt pment of the self-contained reflec- 
tor sun lamp known as the type RS. 

f Lin [his lamp provides low cost and a S4 Aa 

new degree of convenience along with ' 


eye cee Cee eee ‘ “ ~ ELECTRIC 
he inherent effectiveness of the mer SOLDERING IRONS 






ury vapor quartz discharge in the Experienced dealers know there is only one way J 
s mo be ; ~ to make the most profit out of 28 years’ preference % 
generation of vitamin D_ producing i tak celia edt OS thoes “ 


ravs 


The big reason for the popularity of Lenk Solder- 


; 1 In the RS lamp, the operation of a ing Equipment is the uniform quality that’s 
s i 2 . built into every item. The mechanic who has 
ti} mercury Vapor discharge becomcs used any Lenk Product is a ready customer for 
nossib] ? ‘~olt a-c circu) 4th. the rest of the line. The missionary work has 

ble on I 20 volt a-c circuits W ith already been done. Get the full benefit from 


ut auxiliary equipment, through the this rapidly accumulat- 
ise of an incandescent filament bal- [ia 
last resistance mounted within the 

bulb, and a_ starting clectro<de pre- 
; heated by the action of an inbuilt THE 
>,-— thermal switch. The starting elec- 
rode consists of a small coiled tung- 
sten filament which is brought to in- 
candescence during the starting cycle 
ind through thermal emissiou ionizes 
the argon starting gas within the ac 
tube. In addition to taking the place 
f an inductive ballasting rcacter, the 





xxx 
MFG. COMPANY 


DEPT. J, NEWTON LOWER FALLS 62, MASS. 
Mfrs. of Soldering Equipment Since 1919 


SOLDER 






















Inc tungsten filament ballast resistance 
so provides comfortable warmth in 
the beam. 


It would be wrong not to mention 
bactericidal ravs in a discussion of 
) mercury vapor discharge lamps. al- 
though the field is so large that it 
mut be treated separately. ‘Tremen- 
Ieal dously high efficiency in the genera- 
\ tion of short wave ultraviolet is a spe- 

cial characteristic of low-pressure mcr- 
cury vapor discharges, and new lamps 

now available with better min 
f: tenance and Iigh ultraviolet output. 


fox & ew developments here in applica- 
tion technology have to do with the E-M T P UP THE QUICK WAY 
widespread use of these rays for the Cross section Show- 


improvement of human health. ing indentations. Two Squeezes and its Set 


Mercury Lamp Performance 























TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings DISTRIBUTED BY 


The life of all general service mer- 
g do away with the twisting, turning and The M. B. Austin Co., Chicago, Til. 


" cury vapor lamps is long. Actually, tightening of nuts and save you valuable Clayton, Mark & Co., “Evanston, II! 
) tres nde i ae ae i ials. ey are Clifton Conduit Co., Jersey Cy., N. J. 
a; & Parting accidents, the life to failure a Son Fane: Ginn Bn 4 Gen. Electric Cou. Bridgeport. Conn. 
i. of a well-made and_ well-operated with in tight places. Start using, B-M Enameled Metals, ‘Pittsburgh, Penn. 
x War . oy ; oe Fittings today. Have more satisfied cus- National Enameling & Mfg. Co.. 
quartz mercury vapor lamp of this tomere—more profits from each job! cs “Spiusburgh. Pa. 


Triangle Condsit & Cable Co., 


(All B-M Fittings carry the Underwriters ‘ew Brunswick, N. J. 


Seal of Approval) 


Prompt Deliveries on Properly Rated Orders 


type is almost endless. The useful 
life, however, is limited by the drop 
in output during life. This is gradual 
during burning, and is alco affected 
by the number of times the lamp is 
started, since each time the arc is 
struck some of the electrode material 
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is sputtered away and deposited on 
the inside of the arc tube at each 
end. 

The life of a quartz mercury vapor 
lamp in general, therefore, is deter- 
mined by its lumen maintenance and 
is, in reality, the number of burning 
hours required to reduce its lumen 
output to a point where the lamp 
should be replaced. ‘The rated initial 
lumens per watt of the 400 watt 
F-H1 lamp is 50. At 5 hours per 
start the efficiency at 70% of the 
rated life of 2000 hours (1400 hours) 
is 40 lumens per watt; at 10 hours 
per start the efficiency at 70% of the 
rated life of 3000 hours (2100 hours) 
is 37 lumens per watt. The drop in 
lumens is more rapid at first, as in all 
vapor lamps, and the two burning 
cycles result in slightly different lu- 
men maintenance curves. Other 
quartz type lamps have somewhat 
similar performance curves. 

The familiar glass type mercury va- 
por lamps have a life that is specifi- 
cally limited by the service life of the 
oxide cathode used. ‘These lamps 
will fail to light when the oxide emis- 
sion mixture embedded in the ca- 
thode is sputtered away. The life 
varies somewhat with the number of 
times the lamps are started, and so 


too does darkening of the tube. 

The rated initial efficiency of the 
+00 watt A-I1l lamp, for example, is 
40 lumens per watt. By 70% of the 
3000-hour rated life for 5 hours per 
start (2100 hours) the efficiency has 
dropped to 35 lumens per watt, and at 
70% of the 5000-hour rated life for 
10 hours per start (3500 hours) to 
33 lumens per watt. 

The light output of the double- 
bulb type of mercury lamp is little 
affected by ambient temperature. 
During the past ten years, the A-I1] 
lamp has been used both indoors and 
outdoors under widely varying temp- 
erature conditions with no ill effect 
on performance, and this lamp is now 
considered satisfactory for tempera- 
tures down to -20 degrees F. 

The single-bulb type of lamp such 
as the A-H9 and the B-H9 is, on the 
other hand, somewhat critically af- 
fected by ambient temperature, par- 
ticularly if the surrounding air is mov- 
ing. The arc tube is exposed directly 
to the cooling air, and under extreme 
conditions such as high wind in win 
ter the arc might even be extingu- 
ished. These lamps arc therefore, 
considered suitable for use only above 
32 degrees F. unless special precau- 
tions are taken. 








“EFFICIENCY” DEVICES FOR CONDUF 


eat 


CABLE SUSPENSION 


Clamps) available in three sizes for 
Cable diameters of 1/0 to 1,500,000 


Starting and Restarting 


Most mercury vapor lamps hay 
two main electrodes and one startin 
electrode. When such lamps a 
started, a glow is created between t| 
starting electrode and the main cle 
trode located near it. This ionizc 
the argon starting gas, and shortl 
thereafter the arc strikes between th 
two main electrodes mounted at «) 
posite ends of the arc tube. 

At this point in the starting cvcl 
the mercury vapor pressure is low, th 
the operating current is high, and th 
voltage across the lamp is low. As th 
mercury in the arc tube vaporizes jt 
pressure increases, which causes ¢] 
voltage to rise. The mercury finall 
becomes entirely vaporized, and ther 
somewhat  super-heated, at 
point equilibrium is reached. Th 
equilibrium point is determined ch 
ly by the characteristics of thi 
and the transformer, which is « 
ed to limit the ampere flow 
the lamp operates at its prope 
age. 

If the flow of electric | 
through the system should bx 
rupted or the line voltage should 
more than 15% for a pcriod of tim 
long enough to permit the vapor t 
deionize and the clectrodes to 
the are will fail to restrike. 
event, the arc tube must cool d 
so that the mercury vapor p 
will drop low enough for the 
restrike at the starting voltagc 
able. The time required for th 
ing depends upon the type of 
involved and upon the ambien 
ditions. The effect of ambient tem; 
erature is, naturally, greatet 
single bulb lamps than with the 
ble bulb tvpe. 


Capitol Comment 
By Paul Wooton 


(Continued from page 4 


"seg ” 


EFFICIENCY 


CABLE STRAIN-CLAMP 


. . « Stands Direct Pull of over 
17,000 Ibs. before cable 


By actual test, the EFFICIENCY Cable Strain 
Clamp will withstand a direct pull of over 
17,000 pounds without permitting the cable to 
slip. This powerful grip results from the 
EFFICIENCY Clamp's "H"' design, incorpo- 
rating a high ridge across the center of the 
cable channel and a U-bolt at each end. 


Adaptability to all requirements is provided 
in the EFFICIENCY Clamp's alternate con- 
struction . which may be clevis or eye, 
according to your requirements. Both styles 
are furnished for A.C. or D.C. service. 


Write today for your copy of EFFICIENCY 
Catalog No. 38B . contains complete 
construction and application data on all 
EFFICIENCY Devices. 


employed. Even 
rclatively prosperous vear of 
there were 7,000,000 unemplovec 
Uncmployment for more than a yea 
has been at what is believed to be the 
irreducible minimum. 

Some increase in unemployment ! 
expected before price adjustment fin 
ally is attained, but it is doubted tha 
the figure at any time will greatly cx 
ceed 4,000,000. Unquestionably. de 
clines in prices will eliminate matg! 
nal businesses, but they will stimulate 
employment in other activities. Con 


gainfully 


| 











MANUFACTURERS OF EFFICIENCY 
| PENSION : struction is the outstanding example. 
= It now scems likely that the critica 


readjustment proces 


period in the 
This worrics th 


will come in 1948. 
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Jiticians in both parties. The state 
1g :business next year will have an im- 
ps hayggetant bearing on the outcome of the 
sta bin rection. If anything happens to dis- 
mps argu the public it reacts against the 
vecn thggdninistration in office. People are 
2in cleqgien More inclined to vote against a 
- ionizeadidate rather than for one. Lower 
shortlapces Would be welcomed by a major- 
veen thay of voters. If the adjustment is 
1 at opfadual it should help Mr. ‘Truman. 
‘it takes on the aspect of a depres- 
ig 1 it would hurt his chances. Those 
low, thio have been thrown out of em- 
ind th@@i.ment, or have been forced to 
\s thfod a new job usually take it out on 
rizes iff. “ins.” : THE No, 508 
th j HZ ‘ € i 
N@ Regardless of what happens to la- LG, 
Hnall@. jegislation, the effect on the elec- ANOTHER Og fi avGYy PROFIT-MAKER 
) thoy 
~ TCH n will be determined by subsequent 
(evelopments. What the public rate A FAST SELLER — DESIGNED FOR SALES APPEAL 
;, nts is freedom from strikes. If a € \ This beautiful, modern, ‘No-Glare’’ incandescent, two 
ie apna mee ; on ek ze light Keyless fixture is ready for immediate delivery. 
mi Seats enacted which labor resents b Pay er Complete with chromium plated holder, white prismatic 
9 | more strikes result, Mr. lruman ie crystal bottom glass and U. L, approval. Designed and 
th iid suffer even if the bill were pass- gre \ manufactured exclusively by Regent-Savcy craftsmen. 
cd over his veto. It would have much \A a= \ Send in your orders today. 
the same effect on members of Con- \ era <— Write for catalog 47A showing complete line of 
weagress. in Office, regardless of party. \3 ; incandescent lighting fixtures for housing projects and 
ter When things are going wrong a large ” individual homes. 
| droj@wmber of voters do not reason. They 
nd@giust vote for a change. If a possible 
s not overridden, the danger of a N T ’ Wie) ELECTRICAL MANUFACTURING CORP 
B strictive legislation would be remov- E i NEW ROCHELLE . NEW YORK 
higed for the time being. Labor then 
Wii might demand further wage increases. 
G@ lf a new epidemic of labor trouble 
(vere to follow Mr. Truman would be 
peas a a 
d responsible for it. Ss I Pp ce to Move 
¢ ae 
Ny lf 1948 should prove to be a quict pe Bea rT 
‘Bowe on the labor front, Mr. ‘Truman 
me ild benefit politically, it is believed, LEAD COVERED 
hg csudless of the action he takes 
the labor bill. 
Tax Revision 
\dministrations and Congresses for 
uy years have been promising a N E or om | N O u | G | N A L R E FE L S 
mplete overhaul of the federal tax 
tucture. This is entirely apart from STANDARD CONSTRUCTION 
the income tax reduction bill. A start fF 
tax revision has bee ade. 
a eee ee de No. 2 Stranded 3 Conductor ° Type RL, 600 Volts 
oq citings are underway before the 
ind Means Committee. This 270 Rolls—Approx. 500 ft. ea. 
*S' “onsideration is preliminary in charac- 
) ect It is hoped, however, to com- 6 Rolls—Approx. 1500 ft. ea. 
¢ the information that will be ne- 
: wsary to draft a bill for introduction Priced to Sell C Quantity Discounts 
pe icn Congress meets again next Jan- F.O.B. K.C.. Mo. FT. 6 or more reels. 
tha i +] . wo . 
A thorough-going tax revision will 
of ing up for consideration such ques- IMMEDIATE DELIVERY 
CCR tions as: 
1. The double taxation of div- Write, wire or phone 
‘OC idends. 
on ) ’ ° ‘ 
OM@ «2. Extension to the entire country B R O W N ” S T R A U S 5 * O R P ° 
; i the split income of Cc i . 
<<... Box 78 PHONE HA. 1000 Kansas City 10, Mo. 
ove des. 
5 >. Tax exempt organizations in- 
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Watertight 
Plugs and 


Receptacles 


WITH STANDARD ATTACHMENT 


PLUG RECEPTACLES 


"Thte equipment is ideal for 
outdoor floodlight and portable 
tool uses, for trailer camp con- 
nections, and any other location 
where completely weatherproof 
plug and receptacle installa- 
tions are needed. 

The receptacle shown fits 
standard FS and FD Pylets, and 
is also available with round 
flange for single and three gang 
assemblies. Receptacle takes 
standard 2 pole attachment 
plugs and is also available for 
three pole plugs, with or with- 
out one pole grounded. Thread- 
ed housing is galvanized cast 
iron; threaced cap is aluminum. 

The watertight plugs have 
standard attachment plug caps 
with cord clamp, and are equip- 
ped with soft rubber hood and 
aluminum threaded nut for 
watertight connection to outlet 
receptacle. 

Rating: 10 amp. 250 v.; 15 
amp. 125 v. 

Consult your Pylet Catalog 
for complete listings. 


1897 «© FIFTIETH ANNIVERSARY eo 1947 


THE PYLE-NATIONAL COMPANY 


1354 N. Kostner Avenue, Chicago 51, Illinois 








eratives. 


5. Income tax exemptions. 
6. Tax carty-backs and 
wards. 


catry-tor 


years. 
8. Excise taxes. 


Rent Control 


Rent control unquestionably will 
be continued until after the new Con- 
gress meets in January. That will 
provide an opportunity for further ac- 
tion before expiration of the law. 

A bill has passed the House allow- 
ing an increase of fifteen per cent in 
rent ceilings. ‘The Senate commit- 
tee omits that feature from the bill 
it has reported out. Newly construct- 
ed houses are not subjected to rent 
control in the House bill. The Senate 
committee concurs. The House bill 
drops allocations of building matcrials 
and control over the type of build- 
ings that may be erected. With that 
the Senate is not in agreement. ‘The 
strategy may be to delay action on the 
matter until late in the session so that 
the House will have to take the Senate 
bill to prevent the lapse of rent con- 
trol. 

Positive action before December 31 
will be necessary if allocation of mate- 
rials and control over types of building 
are continued. 

Congress has had a jolt in the un- 
expectedly small number of housing 
starts in April. ‘The principal cause is 
the unwillingness of buyers to pay 
present prices. It is difficult to re- 
medy that situation legislatively. 

While the costs of building matc- 
rials were at an all-time high at the 
end of the first quarter, some items 
have softened since then. The increas- 
ing rate of output of most building 
materials promises other price reces- 
sions. Headway is being made in the 
reduction of restrictive labor practices 
and the costs of financing are definite- 
ly lower. Even a moderate reduction 
in the cost of housing is expected to 
increase sales materially. Congress 
is greatly interested because construc- 
tion is being relied upon to absorb 
unemployment that is beginning to 
develop in other lines. 

Although the Senate Banking com- 
mittee reported favorably the Wag- 
ner-Ellender-Taft housing bill, propos- 
ing the use of large sums for public 
housing and proposing many changes 
in providing credit for home building, 
this program apparently will not come 
up for a final vote this year. Passage 





by the Senate appears doubtful. 


cluding the so-called farmers’ co-op- 


4, Taxation of partnership income. 


7. Incomes bunched in productive 
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Texans See Newest 
In Appliances 


(Continued from page 49) 
exposition, the latter being jot 
equipped by ‘TESCO, Westinghous: 
and General Electric. 

One innovation was 
ranged by the U. S. Soil Conservatic 
Service, Western t 
Worth, with experts on hand to di 
cuss erosion with land owna 
TESCO printed an abundant supp! 
of effective folders in two colors, ; 
which attention was called to th 
threats of erosion to ‘Texas lands an 
sharply reproduced pictures showe 
results of unchecked erosion. 

A. I. Schwarz, of Ebasco Ser 
co-operated with RCA to arrang 
television feature, and assistanc 
given by the Forth Worth Star Tek 
gram, Which plans to put a television 
station into operation in Fort Wort! 
this fall. 

RCA sent a script writer, progran 
director, and a staff of eight cngincers 
to the Texas Electric Show. 
equipment included two mobilc 
cameras, mobile power truck, 
plete control room, and a battery of 
receivers. 

W. H. Merrick, residential 
manager for TESCO, was show man 
ager, and the publicity that blanketed 
West Texas in advance, including 
number of 24-sheet bill boards, wa 
directed by Paul Harmon, advertising 
manager. 


lhe 


Ten days in advance of the 


ing, TESCO was host at a dinner fo 
key figures in the electrical industi 
throughout the territory. At this din 
ner, those in attendancc rd 
preview of the show. 


had a 





More Selling— 
Greater Service 
(Continued from page 47) 


il 


lighting industry is dependent 


each other part of the industry, he 
concluded, and no part plays a more 
important role than the electrical 


wholesaler. 

“We can promote electrical appli 
ances and all our other products, and 
we can talk about adequate wiring 
until we are blue in the face, but until 
that situation (the bottleneck of in- 
adequate wiring) is brought forceful]; 
to the attention of potential buyers, 
and to every architect, engineer, build 
er and contractor, we will still be in 
the infant stages of the ‘Coming Elec 
trical Age’.” This statement cpito 
mized the viewpoint expressed by A. 
Carl Bredahl, manager and _ technical 



























































a display g 


Gulf Region, lor 










direct 
house 
his bri 
the t 
Daw! 
by his 

Bot 
the Sp 
Hroduc 
wttl 
Resid 
utter 
f the 

An¢ 


deve 
a 
that 
Stam 
IBE. 
in h 
vou 
A 
“Yo 
trad 
But 
justi 
self, 
men 
C 
app! 
char 







Moc 








ELI 





Man 





diector, Better Tomes, Westing- 
house Electric Corp., Pittsburgh, in 
his bricf talk prior to the showing of 
the technicolor motion picture 
Dawn of Better Living,” sponsored 
by his Company. 

Both presentations, which followed 
je speech by Mr. Edwards, were in- 
xoduced on behalf of NEWA’s In- 
vtrial and Commercial Lighting and 
Residential Lighting Fixtures Com- 
ittees by J. C. Dupont, Jr., chairman 
f the latter Committee. 

{nother guest speaker at the Con- 


pS cntion was Garv M. Underhill, exe- 


tive director, Consumer Bankers 
\sociation, Washington, D. C., 
» address on “Distribution and 
nsumer Credit’? was sponsored by 
the Time Payment Financing Com- 
ittee, of which TI. S. Schiele is 
hairman. 
{ number of commodity commit- 
s held meetings which were attend- 
by manufacturers as guests. Re- 
of these meetings, as well as 
those of several other committecs, 
vere subsequently made to the con- 


ntion 


Co-operation Pledged 
{it Joint Meeting 


(Continued from page 45) 


them. He possibly gets a $15 wiring 
b for cach fan installation, and the 

who sells the fan makes a min- 
mum of SSO gross profit on the fan 
le” 

\ prize of an electric mixer for the 
iapter manager who sends the most 
hapter news to trade magazines, was 
ffered during the course of his re- 
marks by L. TT. Allen, vice-president 
f the Fifth division, of Tulsa, Okla. 
lle contended that the duties of chap- 
t managers should include public 
rclations. 

He, too, expressed satisfaction with 

development of the Fifth Division. 

“The important thing,” he said, “‘is 
that we have developed better under- 

standing between contractors and the 
IBEW. We are going ahead, hand 
in hand, getting the things donc that 
vou want done.” 

And to NECA members, he said, 
“You are members of one of the best 
trade organizations in the country. 
But don’t ask what NECA is doing to 
justify its existence. Better ask your- 
self, ‘What am I doing to justify my 
member: hip’?”’ 

Contractors have already lost the 
appliance market and stand a good 
chance of losing the profits from the 
modern lighting market, in the opin- 












.. . for the Housewife 









The Appliance for 


Home Floor Polishing . . 


TOADROY ‘Whirling Friction" 
ELECTRIC FLOOR POLISHER 


* Light Weight (13 Ibs.) 
¢ 9-inch Brush 
¢ Easy to Use 
¢ Sturdy Construction 
* Powerful New Principle Motor 
(gear-in-head) 
* Direct Drive — no belts or pulleys 

























Dealers: A floor polisher the housewife is 
proud to own as she now can be always 
proud of her floors. She uses it as fre- 
quently as her vacuum cleaner. Maintains 
brilliant floor luster, whether wood, tile, or 
linoleum. The ‘‘Florshow'' model with 
plenty of eye-appeal. 


* Immediate Delivery. If you don't 
know your distributor, write today. 
















TOADROY MANUFACTURING CO. 


DEPARTMENT P-38 






WELLINGTON e KANSAS 
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POPULAR BRANDS 


BRUSH ASSORTMENT 


This practical selection includes 
CENTURY + DELCO + EMERSON « GE. 
LELAND « WAGNER « WESTINGHOUSE 


18 Different Brushes 

168 Pieces 

List $63.50 539.50 
net 


HARCO WASHER lcicwieie $3.9 


ASSORTMENT 8 Sizes from 4" to |'/e" 








ELECTRIC MOTOR 
BEARING ASSORTMENT 


Only popular fast-moving numbers 
are in this excellent assortment 
CENTURY « DELCO « EMERSON -G. E. 
LELAND « SUNLIGHT » WAGNER - 
WESTINGHOUSE 

18 Different Bearings $392 

152 Pieces net 


List $60.00 


HARCO Equipment co 


2456 NINTH STREET, N.W. WASHINGTON 1, D. C. 
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: Sherman 


sRod 


Ground 
Clamps 


o® 


For many years the ''Bond- 
Rod" Ground Clamp has 
been one of the most popu- 
lar items in the Sherman line 
of Electrical Fittings. Work- 
men like it, because it is 
easily and quickly installed 
—and makes a permanently 
dependable connection. 
Buyers like it because it is 
economically priced. Get 
the facts about Sherman 
high quality Electrical Con- 
nectors. It PAYS! 


H. B. SHERMAN Mfg. Co. 


Battle Creek, Mich. 


ELECTRICAL 
FITTINGS 
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ion of L. E. Harris, Houston contrac- 
tor, who suggested that contractors 
could take a few lessons from plumb- 
ers. 

“They get more money for the 
downstairs powder room than we get 
for the entire wiring system, includ 
ing the fixtures,” he The 
lighting fixtures in a home are in 
full view all day and most of the 
night. Why should not the same 
pride be shown in lighting fixtures as 
is shown in bathroom fixtures. If the 
plumber can sell $1,000 worth of 
work in 2 or 3 rooms of a $10,000 
house, we can at least get half that 
much for wiring the entire house. 


said 


Opportunity in Lighting 


“Tn 1940, the Twentieth Century 
Fund reported that 84 per cent of out 
population lived in electrically lighted 
houses. Of the homes wired for elec 
tricity at the end of that year 95 per 
cent had electric irons, 63 per cent 
refrigerators, 54 per cent clocks, 49 
per cent vacuum cleaners and 35 per 
cent coffee perculators, but these hun- 
dreds of millions of dollars worth of 
appliances were not sold or serviced 
by the electrical contractors of this 
country. Many of them were sold by 
the corner drug store or grocery store. 
Do you want the profits from this 
new lighting market to go the same 
way?” 

In response to a question, Harris 
said the way to get started in the 
lighting field was to take the time to 
learn something about it. 

“No guesswork,” he warned. “This 
is work for professional people and 
specialists. If you don’t have the 
time, hire someone. He can make 
you some money. We must prepare 
ourselves with the proper, trained per- 
sonnel, and we must co-operate with 
other branches of the business.” 

The second business session 
opened with an address by G. X. Bar- 


Was 


ker, IBEW vice-president for the 
lifth district. 
“We used to try and see how 


much power we could exert against 
each other,” he commented, “but 
now we see our problems in a mutual 
light. There is not much we could 
do to hurt one group that would not 
hurt the other. We have worked to- 
gether to such an extent that now we 
realize that we always meet a friend 
when we meet an NECA contrac- 
tor. 

“But there are some fields that 
contractors can develop to our mu- 
tual advantage. Not many NECA 
contractors are doing work on REA 
and other rural lines, and we should 


police the areas not yet developed so 
we will be in position to capitalize on 
that work. And there is a very heavy 
utility expansion program ahead of u 
in the South.” 

Necessity of the previous 
practically forced the contractors to 
organize and “the only people | know 
who helped them do it was us,” dé 
clared W. L. Ingram, IBEW 
president for the Seventh district. 

“We have to co-operate morc \ 
we are both likely to be destroyed,’ 
he continued. “We still have 
organizing and educating to do, and 
to do it, we must have confidence in 
each other. We've fought you 
long it is hard to realize the leopa 
has changed his spots, but togeth 
we ought to do a good job in t 
tough times ahead. Some of our ra 
and file still don’t believe the conti 
tors are honest, and we have to 
them on the idea. But I say 
NECA is here to stay. We’re goin: 
to see that it stays.” 


vears 
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Commenting on labor legislation 
outlawing the closed shop in 
a bill just previously signed by Gove: 
nor Beauford Jester, Ingram said: 
“Anti-labor legislation is going 
cause a lot of trouble and will effi 
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Fixture 
AND 


Bulb 
Sales 


Candle Flame Lamps are 
popular for candelabra 
and _ crystal fixtures. 


Feature them for a live 
ly turnover—with good 
profits. 





NALCO Candle Flame 
display cartons are ef- 
fective “Counter 
Salesmen” — increase 
impulse sales. Lamps 
in standard or cande- 
labra base. 









NORTH AMERICAN 


St. Louis 6, Mo. 


1041 Tyler St. 
Southeastern Representative 
Carl Henry, 170 Ellis St., N. E., Atlanta, Ga, 
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the employer just as much as the 


worker.” 

S. C. Sachs, St. Louis, Mo., con 
tractor and chairman of the inter- 
industry committee of NECA, said 
that the contracting business was easy 
to get into and easy to get out of 


ment restrictions, according to D. B. 
Clayton, Birmingham, Ala., clectrical 
contractor and vice-president of the 
Third Division, NECA. 

He recognized “‘a terrific shortage 
of electricians” and endorsed both the 
apprentice training and the pension 


f ind that he became a contractor be plans. 
e cause he couldn’t get the job he want- “The material situation was bad 


After removal of price control, 
luction did go up as many claimed 
ould, but so did prices, and with- 
price control, we can no longer 
et a firm price on an item,” he de- 
ared, adding that economic condi- 
“are now paralleling the late 
20’s and are unstable. 
Under prevailing conditions, we 
operate on a strict business basis 
nd not just operate. We must work 
r stabilized material and labor prices, 
ind the latter is definitely a variable. 
We must be minded, have a 
department, and increase the 
efficiency of management.” 


sales 


Five Threats to Industry 


during the war, but that was nothing 
in comparison with the prevent. We 
must discourage the production of 
shoddy material, of which there is 
plenty on the market. Our only sal- 
vation is firm prices and definite de- 
livery. 

“The contractor must have an ade- 
quate organization, properly balanced. 
In these times, he must be scrupu- 
lously honest with all, and he should 
avoid the Mr. Big complex. ‘The con- 
tractor’s principal product is service, 
and he should help his competitor, for 
an unsuccessful competitor can cause 
him untold trouble.” 

Mr. Clayton also reviewed the vari- 
ous classes of customers, pointed out 
opportunities for new business, and 


tor.” (This program, conceived by 
the Houston Chapter of NECA and 
now widely adopted throughout the 
nation, has been previously described 
in Electrical South). 

McClure gave full credit to Hous- 
ton for originating the program, 
which has built prestige for contrac- 
tors and stimulated adequate wiring 
wherever adopted, and added that 
IIouston was the only chapter site 
where illuminating billboards were be- 
ing used for promotion. 

He cited instances where contrac 
tors have closed a difficult sale by 
producing the printed guarantee at 
the psychological moment, told of 
home owners asking for replacement 
of the famed guarantee when it has 
been lost, and cited a sales argument 
used successfully. 

In this latter case a contractor 
found a competitor had underbid him 
by $105. Producing the guarantee, 
the contractor emphasized its advan- 
tages, then said: 

“This house will probably be your 
home for the rest of your life. Now, 





you can repaint it every three to five 


here are five current threats to discussed prevailing restrictions. 

electrical contracting industry and Jim L. McClure, Dallas contractor, years. That will, no doubt, be ne- 
these are material, labor, contractors discussed “The Guarantee Program cessary. You can’t expect paint to 
hemselves, customers, and govern uy un Aid to the Electrical Contrac- last a lifetime. But when you wire 





PART SX 


FOR 


MOTORS 
FANS 
CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 
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AUTHORIZED PARTS DISTRIBUTORS 


Brown-Brockmeyer General Electric Master 


Century Hamilton-Beach Peerless 

Cutler-Hammer Holtzer-Cabot Robbins & Myers 

Deleo Howell Star 

Diehl Hunter Thor 

Duro Ilg Wagner 

Emerson Leland Westinghouse 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parts Distributors for the Manufacturer 





: 200 William St. Barclay 7-6616 New York 8,N. Y. 
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MOISTENS .. WASHES .. CIRCULATES the AIR 24 hours 
a day on only about one k.w. of electricity. Acts as 
EVAPORATIVE COOLER in hot summer months. 
PROTECTS Health, as well as furniture, musical in- 
struments, books, etc., from damage caused by dry 
parched air. 

FILTERS pollen and dust from the air! 

PORTABLE .. COMPACT. . 161,” high by 12” diam- 
eter, weight 15 Ibs. 

MOTOR: 48 Watts, .7 Amps. Shaded Pole; 60 Cycle 
A. C., 1550 RPM, 115 Volts. 

Air Delivery: approximately 12,000 cu. ft. per hour. 
Reservoir Capacity: approximately Three Gallons of 
Water. 
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Company 


2716 S$. South Parkway Chicago 16, Illinois 


















































PRICES 
REDUCED 


Ou IDEAL | 





Greater Volume... 
New Production 
Facilities Now 


Permit Lower Prices 





Potented-No. 1,933,555 


Greatly increased production has 
enabled Ideal Industries to cut the 
manufacturing costs of ‘‘Wire- 
Nuts." In keeping with company 
policy, the savings are being 
passed along to you in a sharp 
price reduction. 

These modern wire connectors 
provide the easiest, safest, most 
economical method of joining any 
usual combination of wires. The 
‘“Wire-Nut’’ screws on—likea nut 
on a bolt--no solder, tape, or tools 
required. Makes a joint that’s 
better electrically, stronger me- 
chanically, neater and safer. 


MILLIONS IN USE... in the 
manufacture, installation, and re- 
pair of electrical appliances, ma- 
chinery, and devices ... in new 
construction, remodeling and re- 
wiring. Ideal ‘'Wire-Nuts’‘are listed 
by Underwriters’ Laboratories, Inc. 
—factory tested and inspected. 

Ask your electrical wholesaler 
for new low prices. You'll be 
amazed at the additional savings 
now possible by using Ideal '‘Wire- 
Nuts.”’ 


*Trade Mark 
Reg. U.S. 
Pat. Off 





IDEAL INDUSTRIES, Inc. 


Successor to Ideal Commutator Dresser Co. 
1017 PARK AVENUE, SYCAMORE, ILL. 
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Distributed Phrough 


AMERICA’S LEADING 
, WHOLESALERS 











a house, you wire it for a lifetime and 
vou can’t afford to wire it with any- 
thing but a guaranteed, certified job.” 
This clinched the sale against a low- 
er bid, said Mr. McClure. 
One feature of the program was an 


open forum on the newly adopted 
pension plan, conducted by Pat 
Lowry, who succeeds George Seaman 


as field supervisor. Lowry was form- 
crly field representative in the Scc- 
ond Division. 

Another speaker was H. K. Stevens, 
of the U. S. Department of Labor, 


who discussed the apprentice train- 
ing program, saying there were only 
14,200 apprentices in the United 


States against an actual need of 4,000 
for Texas alone. 


Chairmen for the three business 
sessions were, in the order named: 
Ralph Johnson, of Denver, Colo.; 
Walter J. Barnes, of New: Orleans; 
and TH. L. Scott, of Corpus Christi, 
Texas. 


The convention committee consist- 
cd of John W. Jenner, of Wichita, 
Kan., Jim McClure, of Dallas, J. M. 
Nunez, of New Orleans, L. T. Allen, 
of Tulsa, and Charles Scholibo, Hous- 
ton chapter manager. 


Little Services 
Impress Customers 


(Continued from page 42) 


One steadfast rule on the sales floor 
is that every customer must be asked 
to return. ‘There has been so much 
disinterested selling during the war. 
Mr. Thompson said, that a stote 
which thanks each customer for thi 
business and invites him back again 15 
somewhat of a novelty. 

One of the best store traffic build 
ers and a department which will get 
a bigger play when more merchandise 
is available, is the “Will Call” de- 
partment. 

Each customer with an article in 
the “Will Call” department, Mr. 
Thompson said, makes a minimum of 
three trips to the store and always 
buys more than one extra ifem before 
they take the article out. 

Accurate check of merchandise is 
kept and the store’s hot spots are lo- 
cated and displays are made accord- 
ingly. It has been found that mer- 
chandise that has a slow sale can often 
be more quickly sold if moved to a 
hot spot and displaved. 

This brings up the subject of price 
tagging and stock control. 

They use the same method used by 
most department stores. They have a 
regular departmen* store price tag 
printed and all merchandise is tagged 
and priced separately before it goes 


into stock. By having a price on each 
article there is no danger of ever get 
ting price tags mixed or articles being 
moved from a regular table to one 
with a different price. 

Each tag gives the article, the stock 
number, the coded cost, the sellinz 
pricc, and the date it went into stock. 

Unit control blanks are used to 
kecp account of the movement of 
every i.em in stock. Once it has been 
shown by the system that a certa‘n 
article does not sell fast enough to 
stay in their stock ihey mark it down 
and close it out. 

Each item has to stand on its own 
feet and sell, or it will be closed out 
and a faster selling line will be sub 
stituted for it. 

A gift department will be install 
cd on the mezzanine floor where cu 
tomers may sclect gifts and brow: 
wi hout being interrupted. 

All merchandise is spot inventoried 
every two weeks and a complete in 
ventory takes place once each month, 
with a complete physical inventoi 
cach vear. 

Mr. ‘Thompson put it this way 


“Everything counts in a_ successful 
merchandising operation. It’s the lit 


tle things you can do for the publ 
that create fricndly store atmorpher 








ITS OWN TUBE MILL 
ILSCO 


LUGS AND 
CONNECTORS 





Economy 


FOR EXAMPLE: 
ONLY SIX SIZES 
FOR 16 WIRES 
No. 14 to 1,000,000 


c.m. inclusive. 


VERY connector can 
be used over and over 


again. Minimum wiring 
time . . lower wiring 
costs. 


Write for 48-page 
illustrated catalog. 


Southern Representatives: 
VERLYN H. BRANHAM 
180 Interlocken Drive, N. W. 
Atlanta, Ga 


J. P. LUMPKIN 
248 Tranquil Ave. 
Charlotte 3, N. C. 















COPPER TUBE 
& PRODUCTS, Inc. 
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ODL An 


VENTILATING and EXHAUST 


FANS 


READY FOR DELIVERY 


American DeLuxe “Glacier” model fans are self-contained 
units easily installed in attics—above doors—in ceilings—and 
outer walls of residences or commercial buildings. 


; For Churches 
The frame and motor base is Vistas 





strong, and carries patented alu- | | | 
minum fan blades, balanced to | —" 
the proper pitch for maximum | | Industrial Plants 
air delivery and quietness of | | | omen 

| operation. | Apartments 


| 


Write, wire or phone for quotations. 


Manufactured By 



























A faster, 
cleaner job 
because 


GEDNEY 
FITTINGS... FIT! 





Good workmanship in fittings shows 
up in good workmanship on the 
whole job. That’s why GEDNEY 
puts quality into every fitting and 
conduit body stamped with the 
GEDNEY name. 


xe HIGH GRADE MALLEABLE IRON 
x CLEAN CUT THREADS 

ve PERFECT ALIGNMENT 

ve SMOOTH FINISH-INSIDE AND OUT 
x CAREFUL INSPECTIONS 

This extra care that goes into mak- 
ing Gedney fittings adds up to more 


satisfactory and more profitable wir- 
ing jobs for you. 








AMERICAN 


HEATING & ENGINEERING CO. 


601 East 5th Street New Albany, Ind. 





Oil and Gas Heating Equipment and Ventilating Fans 


ASK YOUR WHOLESALER! 


BIE hee ow pM e 
hate a 











Here’s How to Lick that 
Hard Ventilating Job! 


MARTIN 
Bucket 
EXHAUST FANS 


for industrial plants and 
various’ installations where 
abnormal ventilating require- 
ments exist such as... 
®Stagnant Air ® Excessive 
Heat ®High Humidity 
® Chemical Fumes ® Severe 
Smoke. 





MARTIN 
Utility 
EXHAUST FANS 


A sturdy fan to fill a variety 
of needs. For homes .. . for 
commercial and light indus- 
trial uses, 




















‘THE PRESIDENT’ 


Just one of several! beautiful 8 ft. models of our 


Cold Cathode Fixtures... | 


TWO AND FOUR LIGHT 
INDUSTRIAL 8 FOOT FIXTURES 
ALSO AVAILABLE FROM STOCK. 


SEND FOR OUR NEW COLD CATHODE 
FIXTURE AND PARTS CATALOGUE. 





Sizes 24” to 72” Write for information. 


MARTIN Fan & Blower Co. 
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4632 West 2Ist Place Chicago 50, Illinois BOX 2543, MEMPHIS 3, TENN. Phone 8-7112 
Lawndale 8474-5-6. Long Distance Olympic 5252 Reon and Usha Mielaaees te the Sidi 























acudau 


fan controls 
éy Paragon 
rie 


to 10 hes.; 
O to 20 hrs. 


x 
$y 

















® Telechron 
motored... 
quiet; no 
ticking, self- 
| starting, 
synchro- 
nous. 
e/ e Under- 
writer's ap- 
proved forl115 V.A.C., %4H.P. loads 
. . accurate and dependable. 


@ Easy to install, direct to handy box or 
surface mount with conduit connection 
through bottom of timer. 


For extra profits this spring and 
summer, get set to install these new 
timers, now. They work with any 
A.C. fan, and the setting may be 
changed at will without harming 
the instrument. Timer motor runs 


only when timer is in operation. 


List price only $9.75 F.O.B. Two 
Rivers . . . an outstanding value. 
Order from your job- 
ber now... and ask 
for Sales Aids. 


PARAGON ELECTRIC COMPANY 


1618 TWELFTH ST., TWO RIVERS, WISCONSIN 





SALES REPRESENTATIVES 
HOPPER & McCOY 
306 Marietta Street, N.W. 


Atlanta 3, Georgia 





GEORGE £. ANDERSON COMPANY 
Santo Fe Bidg. . Dallas 2, Texas . Phone R-4019 


Paragon oh 


WISCOMSIN 


BUILOERS OF ELECTRICAL EQUIPMENT SINCE 1905 














Department stores have done this for 
years with much success. Advertising, 
friendly invitation , and desirable metr- 
chandise will get them in the store. 
The merchant can still lose the race 
if his clerks do not continue the job. 
The merchant can still lose the race 
at the next step unless he knows at 
all times the selling rate or turnover 
of most of the items. Unsold mer- 
chandise on the shelf absorbs profits 
pretty fast. It’s the thousand and 
one little things that count.” 


Frozen Food Locker 
Plant Contracting 


(Continued from page 39) 


tails of the plant. 

“We don’t thrive on the big fel- 
lows,” says Harry Hood. “The ideal 
community for the frozen food locker 
plant is a township surrounded by the 
small farmers.” Discussing the pro- 
fit possibilities of such work for other 
dealers and contractors, Mr. Hood 
points out that it isn’t always neces- 
sary for one firm to underwrite the 
entire project—it might be done as 
a group project with several contrac- 
tors participating. One thing is cer- 
tain—there are many communities re- 
maining to be sold. 


Price-Shopping by 
General Contractors 


(Continued from page 41) 


Much government and federal con- 
struction has been done in, and 
around Charleston in the last few 
years, of which Anderson has done 
his part, though such jobs have not 
always been money makers. Shortage 
of workers pinched during the war, 
and shortage of materials since then. 

Over the period of time he has 
been in business in Charleston, Mr. 
Anderson has built up the general 
contractors’ confidence in his work 
and is well convinced of the fact that 
his integrity of workmanship will 
prove more and more valuable with 
the onset of the buyer’s market and 
the much-discussed return to normal 
conditions. 

Mr. Anderson is presently conduct- 
ing a “housecleaning” audit of his 
books, in order to analyze and stream- 
line his organization and to cut away 
such deadwood as may exist in cer- 
tain types of jobs. The Anderson 
firm has been handling all jobs from 
the smallest to the largest, including 
service and repair. However, Ander- 
son finds that the competition de- 
creases as the job size increases, since 


the newer contractors do not have the 
equipment to handle the larger jobs. 

The payment of different union 
scale wages for different types of job 
call for extra bookkeeping, and An- 
derson generally pays somewhat high 
er than union scale in order to keep 
the better workmen. Now the audito: 
keeps a close check on all jobs and 
their classifications, from the smallest 
to the largest, to uncover any evidencc 
of inefficient operation. 

One of the company’s present jobs, 
the installation of the exchange in 
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for CONVENIENT, 
ECONOMICAL SERVICING... 


Use Helwig Brush Kits. A kit for 
every need — household appli- 
ances, tools, motors. For example, 
Kit No. 10 contains brushes, springs 
and wicks used on more than 175 
types of vacuum cleaners. For com- 
plete information on this and other 
kits, write for Bulletin 65. 


SOUTHERN OFFICES 


Atlanta _ 316 Walton Bidg.; Ja. 6097 
Oklahoma City 323 NW 2nd St., Tel.: 2-6881 
ifiouston ____ 1101 Chenevert; Tel.: P.3747 
St. Louis 1913 Washington Ave.; Ch. 6510 





El Paso 708 N. Piedras St.; Main 7845 


HELWIG CO., Carbon Products 


Makers of Multiflex and Transert Brushes 
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ANTI-CORROSIVE PAINT 


CAibarox 


LEAD & ALUMINUM PAINT 
Simplify Maintenance 
Give Maximum Protection 


Cibo inc. 


NORTH ARLINGTON, N. J. 
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ELECTRIC CEILING VENTILATORS 








ATTIC FANS 


Cirklair ventilating fans in your store bring more 
customers to your door. Their dominant con- 
struction features give proven certified perform- 
ance through the years. EFFICIENT ® Blow-Fan incorporates a patented 
principle combining the volume of a fan with 
the power of a blower. 


CORRECT LOCATION ¢ Blo-Fan is installed be- 


tween the ceiling joists—where a fan belongs— 









WAY SUPERIORITY 




























Newspaper and magazine advertising, 
\ directed to the home owner, stress points of 
leadership for your selling advantage. 


IF YOUR DEALER CANNOT SUPPLY YOU WRITE capturing fumes as they rise, before they spread. 
DEPT. "S," CIRKLAIR PRODUCTS DIVISION VERSATILE ¢ Blo-Fan requires only 342” above 
or behind the plaster — Fits between standard 
T i a F O L & O M Cc oO joists or studs — even on an inside wall — may 
° be ducted thru roof or outside wall. 
SINCE 1909 DALLAS, TEXAS 








| Opportunities For 


| : ( BELT DRIVEN Increased Profits 
Setter 


COOLING FANS Home owners know that proper ventilation 
than ever 


keeps homes clean—cuts redecorating costs. 
Cash in on owner demand with Blo-Fan spot 
ventilation. 

In the KITCHEN ceiling, over the range, Blo- 

| Its simplicity of Fan takes out cooking grease and odors as they 
design permits 
| easier installa- 
tion in Walls, At- 
tics, or Pent- 


rise. 
houses. 


In the BATHROOM, Blo-Fan eliminates odor 
and steam...keeps walls and ceiling dry. 

SECO Fans de- 

liver a maximum 


In the DEN OR GAMEROOM, Blo-Fan keeps 
: volume of air at 


air fresh and clean. 
slow speed, with 


extreme quiet- 











SIZES AVAILABLE 








ness. 
re No. 206 “JUNIOR” — adequately ventilates the 
heal far — <n bathroom, kitchenette, or other small room. Di- 
— vide cubic content of room by 175 for air change. 
ATTICS 
§ SCHOOLS No. 208 “STANDARD” — the all-purpose venti- 
24” 30” 36”, 42”, 48” lator for kitchen, den, laundry. Divide cubic 
CHURCHES (3800 ¢ 18 500 CF M) content of room by 300 for air change. 
and for 0 16, “FM. No. 210 “DE LUXE” —a 2-speed Blo-Fan for 
Industrial Write for \lustrated Bulle- large kitchens, game rooms, living rooms. Di- 
° : . ‘ " vide cubic content of room by 500 for air change. 
Installations tin, Specifications & Prices. 





—more than a fan—more than a blower. 
Contact your nearest Distributor or write 7 ee evel aie and brings you new 
SECO-LITE MANUFACTURING CO. Write for name of Blo-Fan Distributor 


4916 EASTON AVE. ® ST. LOUIS 13, MO. ( PRYNE & CO., INC., LOS ANGELES 54, CALIFORNIA . NEW YORK - encase) 
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alc 
ELECTRIC PRODUCTS 
TIME SWITCHES 


Ruggaedly constructed 
Automatic Switches have 
visible dial in tamper proof 
compact cabinet... pure 
silver contacts... 
on" and ‘‘off"’ operations. 
For any load .. . for every 
installation an Automatic 
time switch or Interval 
A Timer will deliver superior 
} performance. 

ronous or Manually Wound 


FLASHERS 


Automatic heavy duty, 
motor driven Flashers 
available in circuit are 
rangements for every con- 
ceivable effect. Pure silver 
contacts. Models for any 
load or purpose. 
Chasers Spellers 


RELAYS 


Automatic manufactures 
a complete line of depend- 
able relays for industrial, 
business machines, radio, 
electronic and many other 
uses... open, or can ty 
with tube-hase, plug-in 
features. 

ngineering Department 


In Switches, Flashers and, 
Relays where dependable 

rformance is paramount, 
look for the ‘Diamond 
Seal for Diamond Quality": 


WRITE TODAY! 








Hhutomaté: Livetet: 
52 STATE ST., MANKATO, MINNESOTA 











FOLDING DOUBLE CUPPED 
* WASHER LUGS * 


A SIZE and TYPE for every need! 






‘ies er 
NO SPECIAL TOOL REQUIRED 


KRUEGER & HUDEPOHL 
ind Connect 


Solderless Terminal Lug ectors 
CINCINNATI 2 








VINE AT THIRD—-ES * OHIO 





the new Bell Telephone building in 
Charleston, involves the wiring of the 
transforme’ vault in the basement of 
the building, with more than 200 fect 
of underground service leading in. Il- 
lustrating the value of careful and 
thorough completion of jobs is the 
fact that before this job was granted, 
Anderson had to submit a list of all 
contracts completed, and the name of 
architects and contractors for whom 
the company has worked before even 
getting a chance to look at the plans. 
This shows that architects and build- 
ers are beginning to take more than 
low bids into account in awarding 
contracts. 

Anderson sees it as bearing out his 
theory that shopping for bids must 
be stopped at the source, and thus he 
urges the contractors to ask that archi- 
tects write it into the specifications 
that all sub-contractors be named at 
the opening of the bids. 


Industry Needs to 


Go All Electric 
(Continued from page 32 


criticising the wholesaler, and vice 
versa. It is very easy for the sales- 
men of both manufacturer and whole- 
saler to be impatient with the clec- 
trical contractor. 

Certainly no practical method for 
over-all industry co-operation will be 
found unless the four associations of 
the four segments of the industry are 
running at utmost cfficiency so that 
there is at least some spare time for 
consideration of over-all industry pro- 
blems. ‘Towards that end I suggest 
that we all participate in the affairs 
of our respective associations to as 
great a degree as humanly possible 
and not Iet so relatively few mem- 
bers carry the burden. 


“Seventh Heaven” 
Appliance Display 
(Continued from page 37) 


freezer’, +0 ranges, 15 sinks, 10 hot 
water heaters, and 15 ut'lity cabincts. 
Available in this section of “Seventh 
Heaven” is a kitchen planning service 
staffed by cxperts who are prepared 
to advise customers on the complete 
sclection of appliances to fit the par- 
ticular needs of their homes. This 
service also goes to the customer’s 
home to make on-the-spot recommen- 
dations or is prepared to offer consul- 
tation to the customer’s architect. 
In accardance with The Hecht 
Company’s established policy of pro- 


moting nationally known brands, the 
walls above each department are lined 
with cutout letterings of the various 
brands illuminated. The floor cover 
ing is dark blue rubber which 
backs and fronts all display platform 

“Seventh Heaven” was redesigned 
by Walt Litwin under the direction 
of Harold K. Melnicove, director of 
merchandise — presentation. 
Mu hinskyv is merchandise manager. 
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SERVALL 
CHROMIUM-NICKEL 
HEATING ELEMENT 


@ WIRE e 


(Coiled and Ribbon Type) 
for 110-- 120 Volt 


Used in Making 
Elements for 
All Heating 
Appliances 





Send for Free Chart 
giving instructions 
for cutting to right 
lengths for wattage 
from 350 to 1100. 
Also send for name 
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of nearest jobber. 
SERVALL CO. y 
3572 Gratiot, Detroit 7, Mich. & 








WANTED Ru 


ASSISTANT OR ASSOCIATE — 
PROFESSOR —_— 
ELECTRICAL ENGINEER, Grad- 


uate with some general experience 
to head Electrical Engineering Di- 
vision of New Engineering School 
Teaching experience preferred but 
not essential. Salary depending on 
qualifications. Send for application 
forms to Engineering Department, 
Arkansas State College, Jonesboro, 





















Arkansas. 

| W.H 

DANDY picte UNIVERSAL TOOL SET Jac 
= 5198 | LOV 

It I’sa aac mes oom - amano ‘ 
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e No need to clutter up the 
attic with make-shift car- 
penter jobs which just bare- HARD WAY? 
ly pass as suction boxes when you make those attic fan installations. 
Sell the simplified Health-Aire Suction Box that takes only a few 
minutes to install. Streamlined and light in weight, the Health- 
Aire Suction Box looks attractive and keeps fresh air flowing 
through homes or business places without loss of air or wasted 

wer. 

¢ Also available ... Health-Aire ceiling shutters, designed especially 

to go with these new rust-proof aluminum Suction Boxes. 

e Sell your customers the easy way .. . easier 
assembly, easier installation, greater air-condi- 
tioned comfort. It will pay you. 










e ° o 
e There is a Health-Aire Fan for every need . ... 
ideal running mates for Health-Aire Suction 
Boxes. 


Johnson Fan & Blower Corp. 


Dept. ES 1319 West Lake St., Chicago 7, Ill. 














WASHING MACHINE PARTS — ALL MAKES _ 
PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 










smuriwat 4ppliance Parts 


Washington I, D. C. 




















Cords 
Cord Sets 


Southern Representatives: 








| W. H. Berry Co., 88 Pryor St., S.W., Atlanta 3, Georgia 
Jack Morgan, 1312 McKinney Ave., Dallas, Texas 
Founded 1903 
LOWELL INSULATED WIRE COMPANY 
LOWELL, MASS., U.S.A. 
| LOOK TO LOWELL FOR LEADERSHIP 
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A fan you can’t equal for 
quality, looks, performance, 
at reasonable price. Nine 
models 24” to 48”—full op- 
tional equipment, outside 
louvers, ceiling shutters, con- 
trols. Ball bearing fan with 
ball bearing motors when de- 
sired for ceiling installation. 








INVESTIGATE THE 24” FULLY ENCLOSED 
FRESH AIR MAKER WINDOW FAN 











HY-DUTY BLOWERS 


Double Inlet 
ond 
Single Inlet 
400 cfm to 
12,500. Wide 
choice of 
outlet 
positions 
and motor 
locations. 




















VENTILATING DIVISION 


SCHWITZER-CUMMINS COMPANY 
1145 —: 22ND STREET © INDIANAPOLIS 7, INDIANA 














KEEP AIR and Profits 
Flowing Smoothly with 


VALLEY FANS 


@ All steel construction 
@ Electric welded 

@ V-Belt Driven 

@ Ball Bearing 

@ Motor Rubber Mounted 


@ 4-blade—Deep Pitched 
Propeller 
@ Adjustable Motor Base 


@ Slow Speed 











Here’s a simplified, better construct- 
ed, ventilating fan with features and 
performance that will amaze you. 
Sizes from 24” to 48”, meet prac- 
tically every requirement for home 
and industrial uses. Write today for 
full details about this big profit item. 


VALLEY FAN MFG. CO. 


FORT VALLEY, GA. 
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Des More Profitable to Soll 


a 


VENTILATING 
SYSTEMS 


Reed “Comfort Cooling” ventilating 
has everything for complete installa- 
tions. Every attachment necessary to 
ventilate complicated industrial jobs 
to simple home problems is offered 
with the patented reversible fans. By 
adding three simple attachments you 
can display window fans, attic fans, 
floor fans or commercial exhaust 
jobs. Sell complete ventilating sys- 
tems. It’s more satisfactory in every 
way. Write today for catalogue, 
prices, etc. 





TEST STATEMENT — Each Reed 
Unit Fan bears a certified rating 
label of the Propeller Fan Man- 
ufacturers Association. This label 
certifies that the fan has been 
tested in strict accordance with 
the Standard Test Code as ap- 
proved by the American Society 
of Heating and Ventilating En- 
gingers. You are sure of getting 
what you pay for when the fan 
bears this label. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave. New Orleans 8, La. 





The Advertiser’s Index is published as a convenience and not as a 


part of the advertising contract. 
correctly. 


Every care will be taken to index 


No allowance will be made for errors or failure to insert, 
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Adam Electric Co., Frank 

Advance Transformer Co. 

All Plastic Mfg. Co. 

All-Steel Equip. Co. mes 

Aluminum Co. of America 

American Coolair Corp. ; 

American Heating & Engr. Co. 

Anaconda Wire & Cable Co., 
Inc. 7 

Arkansas | State “College 

Atlanta Electrical Agents’ 
10-Year Club 

Automatic Electric Heater 
Co., Ine. a 

Automatic Elec. Mfg. ARES, 


Bar-Brook Mfg. Co. 
Barlow & Seelig Mfg. Co. 
B & C Metal Stamping Co. 
Beacon Lighting Prod. Corp. 
Bendix Home Appliances, Inc. 
Benjamin Electric Mfg. 

Co. _..... Inside Front Cover 
Blackburn Prod. Corp., Jasper * 
Briegel Method Tool Co. 83 
Brown-Strauss Corp. _ 85 
Buffalo Forge Co. --- siweshbccae ae 
Bull Dog Elec. Products ( DN cso: We 


C 
C. & H. Air Conditioning Co., 
ee sco ecatbeaicesatie a 
Cc. & H. Air Conditioning Fan 
Sales, Inc. —- cate a : 
Certified Fleur-O- Lier 
Manufacturers 
Certified Starter Manufacturers 16 
Chance Co., A. B. ---- 12 
Chelsea Products, Inc. 
Clark Controller Co. -- aa 
Clark Water Heater Division _- 
Collyer Insulated Wire Co. : 
Cornish Wire Co. 
Crescent Insulated Wire 
Cable Co. 
Crouse-Hinds Co. 
Curtis Lighting, Inc. 
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D & M Mfg. Co., Inc. ------ 
Day-Brite Lighting, Inc. ----- 
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Economaster Sales Co., Ine. __- 
Efficiency Elec. & Mfg. Co. 
Electric Steam Radiator ~~ 
Electro Mfg. Co. --- bioeetn 
Electromode Corporation 
Emerson Elec. Mfg. Co. -- 
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Faries Mfg. Co. 
Federal Electric 

Co., Inc. - EN Se 
Folsom Co., The -------- 
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Gedney 
General Electric Co., 
General Electric Co. 
(Insulating Materials) — | 
General Electric Co. 
(Lamps) —- 
General Electric Co. 
(Wiring Devices) 
Gereral Mills, Inc. 
(Home Appliances) 
Gibson Mfg. Co. - Inside Back Cover 
Graybar Electric Co. * 
Great National Air 
Conditioning Corp. 
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Harco Equipment Co. 

Hazard Insulated Wire Works 

Hedges Mfg. Co., Inc., M. M. 

Helwig Company __--- 

Hil-lor Mfg. Co. 

Holcomb & Hoke Mfg. Co., Ine. 

Hubbard & Co. 

Hunter Fan & Ventilating Co.. 
Front Cover 
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Ideal Industries, Inc. __ . 90 
Ilsco Copper Tube & Products. 


58 


* 


Products 


Electric Co. 91 
(Conduit) 11 
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Back Cover 
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Insulation & Wires, Inc. ___ 
Irvington Varnish & In sulator 
Co. -. oe 


Tohnson Fan & Blower Co. 
Jones Metal Prod. Co. 
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Kaplan Elec. Sales Co., J. L. 
Kearney Corp., James R. 
Krueger & Hudepohl 
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Leader Elec. Mfg. 
Lenk Mfg. Co. 

Lightolier Co — “17, 
Lloyd Products Co. s 
Lowell Insulated Wire Co. 
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M & W Electric Mfg. Co., Inc. 
Malleable Iron Range Co. 
Martin Fan & Blower Co. 
McGill Mfg. Co., Inc. _- 
McGraw Electric Co. 

Mitchell Mfg. Co. 

Mobilite, Inc. sahiceatieiae'a 
Monarch Fuse Co., Ltd. — 
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National Electric Products Corp. 5 
North American Elec. Lamp Co. 
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Okonite Co. 
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Paragon Electric Co. 
Penn-Union Electric Corp. 
Pierce Renewable Fuses, Inc. 
Proctor Electric Co., Div. 
Pryne & Co., Inc. 
Pyle-National Co. 
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Reading Electric Co., 

Reed Unit Fans, Inc. Re 

Rerent-Savoy Electric Mfz. 
Corp ore SS 

Royal Electric. Co. ss 
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Schwitzer-Cummins Co. 
Seco-Lite Mfg. Co. 
Servall Co. -- pas 
Sherman Mfg. Co., = &. 
Sparks-Withington Co. 
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Standard Neon Supply Co., Inc. § 
Stewart (Electric), S. J. : ° 
Subox, Ine. 


tT 


Toadroy Mfg. Co. 

Tomic Sales & Engineering Co. 
Trible’s _ 
Trumbull 
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United States Rubber Co., Inc. 
(Tane Division) ; 

United States Rubber Co., Inc. 
(Wire Division) 
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Virden Co., 
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Walker Electrical Co. 
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ENGINEERED FOR EASIER HANDLING 


GIBSON COMMERCIAL 
Fluorescent FIXTURES 


are engineered for greater convenience in 
installation and servicing...styled in the 
modern manner, smaller in size providing a 
neater, more compact unit, with smooth 
rounded surface finished in “Hi-baked” 


white enamel and natural satin aluminum. 














MANUFACTURING CO. 
ATLANTA,GA. 





ELECTRICAL SOUTH for JUNE, 1947 





DS UP TO ON | sn. 


—) 
= 


with your 


—_— 


ee 


Merchandise Distributo; 





THERM 


that has excellent electrical a 


physical characteristics is Gener 
Electric fixture wire, Types TF & T! 
Use them in wiring lighting fixture 
when you want small diameter, sing|e- 
conductor wires that are easy to hand! 
in every way. They can be identifie 
easily by the bright, permanent color 
coding. 


NOT ONE BUT | TY} of 
Flamenol* portable cords are made by 


General Electric thermo- General Electric 


plastic building wire is im- al for use on portable 
mersed in oil and subjected i fer aS tools and appli- 
to high-voltage overloads in eee 


j ; ances, ranging from 
this routine, but severe test. ; one 


electric fans to 


—e 





powerful grinding 
machines. Select heavy-duty, medium- 


Sooner or later, oil penetrates and softens most insulations of natural organic duty, or rip-cord to fit your needs. All 


origin. But General Electric’s thermoplastic building wire has the wanatural 
ability to resist oil year after year with no weakening in its outer line of defense. 
Chemically, it simply ignores the oil, even when coated with it, or submerged 


are available in a variety of sizes and 
strandings. 


in it. THIS OLD MAN 

Users of General Electric Types T and TW no longer fear the conditions that 
may subject building wire to oil in installation or service . . . greasy hands, leak- 
ing pipes, running wires to process equipment. And they're equally unconcerned 


after fifty years of useful service. We're 
talking about good old 
BX* armored cable, 
which is fifty years old 
about moisture and most chemical fumes or vapors. dle you, A tend 
What's more, this wvnaturally long-lived insulation saves time for the in- has to be good to stick 
staller, too. It pulls easily, strips cleanly, and is highly abrasion-resistant. No that long — one of the 
wonder it has been accepted so rapidly as a permanent advance! reasons that so many 
General Electric products today are still 


; being sold after many years on the 
neered thermoplastic, you get the niin 


benefit of extra years of improve- 
ment when you add “G.E.” to your 


Because General Electric pio- 


specifications for Types T and TW ae seats pis hc iia “ 
building wires. To learn about their Geasuth Mamie eoctice auttence On 
long-term Savings, write to Section service drop cables and fittings ir plan- 
W55-624, Appliance and Merchan- ning industrial or residential v ‘ing. 
dise Department, General Electric They are backed by the electric: and 
Company, Bridgeport 2, Conn. 

*Trade-Mark Reg. U. S. Pat. Off. mere ZZ ain aia 


ERE Bye. 4 


—— Se \ Oe 
GENERAL {8 ELECTRIC | 2s ove3* 
ing name in wires and cables. 
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